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HIGHLIGHTS of the Issue 


MATERIALS SHORTAGES are retarding home build- 
ing, and labor difficulties have slowed produc- 


> 


tion of new automobiles. Not many persons have | 
yet been confronted with the problem illustrated 
on the front cover of this issue. The man pictured 
there is, of course, trying to decide whether it will 


be a new car or a new home. He wants them both 
—needs them both. But which should come first? 
One of these days, not too many months in the fu- | 
ture, a lot of people will be faced with the same | 
problem. . . Properly-functioning Home Planners’ 
Institutes will make potential customers decide in | 
favor of homes when the time comes. One of the 
most successful HPI groups in the Nation is de- 
scribed in an article on page 18. There’s practical 
help here which will enable you to sponsor an 
equally good HPI. ; 


a Wortp War II veterans are ag employees 
for you even though they lack the training and 
experience needed to hold down a position with 
good pay. If you need new blood on your sales 
force, in your yard or woodworking shop, you may 
hire vets on an apprenticeship basis and train them 
from the start. Naturally, it takes untrained help 
' some time to reach the level of profitable perform- | 
ance. So at the outset your apprentices will prob- | 
ably draw low pay—but the U. S. Veterans Admin- 
_ istration will supplement it with additional pay- 
_ ments. This gives you the chance to train new help 
_ at a reasonable salary, but also guarantees the vet 
'a living wage. Read about it in the article on. 


_ page 22. 
_ , CoUuRAGEOUS ACTION can lick the severe shortages | 
> of building materials and get home building 
_ started within a reasonable length of time. So 
believes John D. Small, administrator of the 
- Civilian Production Authority which replaces 
WPB. His comments will interest lumber dealers. 

Page 41. 


> PROMOTING BUSINESS by mail is an art not well 

- ¥ understood by most lumber dealers. Sales let- 

_ ters can be a valuable adjunct to newspaper adver- 

_ tising, but unless they’re done properly they will 
be an ineffectual waste of time and money. In the | 

' article on page 24 an expert tells you how it should 

_ be done. 


> How MUCH can families in the various income 

brackets afford to spend for their homes? A 
table on page 29 gives you a quick picture of the 
situation. . . Dealers in rural areas will be inter- 
_ ested in the plans for a farm smokehouse on 
page 26. 


: 













Remember Marlite and its Oak Ridge record 
(just one of the thousands of government in- 


stallations made throughout the war) when 
your customers ask about an interior wall and 
ceiling surfacing material! Pre-engineered 
Marlite means (for all kinds of rooms in all 
types of buildings) easily installed, easily 
cleaned, long-wearing, attractive walls and ceil- 
ings impervious to attack by moisture, oil, dirt, 
alkalies and most acid fumes. 





REG. U. S. PAT. OFF. 
PLASTIC-FINISHED WALL PANELS ° 
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Here’s Oak Ridge, Tenn., where, at the 
Clinton Engineer Works, the most devas- 
tating war weapon of all time is produced. 
Hospital, with nurses home and out-patients 
building, required 110,000 square feet of 
Marlite paneling. Homes, such as these 
shown, used 607.652 square feet of Marlite. 





That’s the record versatile and beautiful Mar- 
lite is making at Oak Ridge where over three- 
quarters of a million feet are installed in hos- 
pitals, schools, homes, dormitories, factories, 
food stores, service stations, a recreation hall 
and laboratories. And that’s why Marlite wall 
and ceiling paneling means more profits, more 
prestige, more satisfied customers for you. 


* * * 


ABOUT DELIVERY: Marlite normally is available from 27 ware- 
housing points, and just as rapidly as war-born conditions clear 


up, you will see a return to the regular prompt Marsh service. 


MARSH WALL PRODUCTS, Inc. 


1141 MAIN STREET @ DOVER, OHIO 
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VETERANS BLAME THE HOME FRONT 
FOR UNSOLVED HOUSING SHORTAGE 


Speaking over the radio last week, Wadsworth Likely, founder and staff 
member of the National American Veterans’ Committee, stated that 1,100,000 
World War II veterans and their families are faced with no place to live. 
Because of this condition, he indicated that veterans might set themselves up 
as a special group demanding special privileges. 

Mentioning the efforts his organization has been making to provide tem- 
porary housing for returning veterans and their families, Mr. Likely continued: 
“There should have been no need for this. You civilians have lived with the 
housing problem for five years—you have seen it grow, and theoretically, 
you should have had plans laid before now to handle it. The only thing we 
veterans can do, as citizens, is to impress on all sections of the public that 
the housing shortage, especially for veterans, is terrific—that drastic action is 
needed to solve it.” 

From these statements it would seem that the veterans are putting the 
building industry “on the spot.’’ Perhaps it is the same spot that Philip M. 
Klutznick of the Federal Public Housing Authority referred to recently when he 
said: ‘‘Private enterprise is, as has been said, both in the spotlight and on 
the spot.” 

This kind of talk presages fulfillment of the first step in a vicious program 
which American Lumberman predicted long ago. After hampering and 
paralyzing the private building industry with unrealistic regulations, bureau- 
crats are beginning to point an accusing finger. By means of skillful propa- 
ganda they are attempting to convince the public that the building industry 
is to blame for the housing shortage. After “proving the failure’ of private 
enterprise, the bureaucrats next step will be to promote vast government 
projects as the only solution of the housing shortage. 

Mr. Likely is right. The housing shortage is an indictment of the home front 
—or, more precisely, of the bureaucratic front in Washington. But let's make 
sure that the wrath of veterans and the public is directed at the right places. 
Don't let them be taken in by the propaganda which claims the building 
industry has failed. Let them know the real story of OPA, NHA and other 
groups who have contributed to the confused planning emanating from 
Washington—that's the real story of the housing shortage. 

Furthermore, let's turn that wrath to a good purpose by urging veterans to 
insist on the abolishment of that type of government planning which is 


retarding home building. 
Nob U prse 


Publisher 


Setting the Pace tx 
HOME PLANNERS’ INSTITUTES 


Bridgeport, Conn., Chamber of Commerce project drew 4000 
registrants and attendance of over 2000 at second lecture. 


HERE ARE MANY communi- 
ties in the nation where lum- 
ber dealers and others interested in 
fostering interest in new home con- 
struction have not been able to suc- 
cessfully inaugurate Home Plan- 
ners’ Institutes. In some communi- 
ties they have been started but are 
not resulting in the profitable, in- 
teresting projects they are in other 
areas. 

Because local conditions vary 
there is probably no hard and fast 
standard formula that can be pre- 
scribed for inaugurating and car- 
rying out Home Planners’ Insti- 
tutes. What is recognized by na- 
tional leaders, however, as one of 
the best organized and most suc- 
cessful Institutes in the nation is 
now operating in Bridgeport, Conn., 
and this could very well illustrate 
the correct procedure in promoting 
and carrying on a Home Planners’ 
Institute in almost any community. 

The Bridgeport HPI was organ- 
ized under the auspices of the 
Bridgeport Chamber of Commerce, 
to serve residents in the Bridgeport 
metropolitan area. After a number 
of civic leaders expressed interest 
in the proposition, personal visits 
were made by responsible men to 
Buffalo, N. Y., and Rochester, 
N. Y., where Home Planners’ In- 
stitutes were in operation to gather 
basic information. This _back- 
ground helped materially in the 
planning of the Bridgeport HPI. 
In, addition to these visits the in- 
vestigating committee also followed 
closely many of the suggestions in 
the HPI booklet published by the 
West Coast Lumbermens Associa- 
tion and now handled by the Na- 
tional Retail Lumber Dealers As- 
sociation. Questionnaires were sent 
to 18 other leading Institutes 
throughout the country who had 
started or were then organizing. 


Ascertaining Prospective Sponsors 
After all this background infor- 
mation on HPI was assembled, but 
still before officially organizing an 
executive committee, visits were 


18 


paid to leading local banks, lumber 
and building material dealers, de- 
partment stores and utility com- 
panies for the purpose of explain- 
ing the objectives of a Home Plan- 
ners’ Institute and to ascertain 
whether or not they could be de- 
pended upon for financial support. 
After assurance there would be no 
difficulty in that respect, a small 
group was called together for the 
purpose of organizing. From this 
group a chairman was selected for 
the executive committee, and he in 





2 Major Factors that Help 
| Assure Success of Your 
Town's Home Planning Institute 


1. Organizers, before start- 
ing activity, must be 
well informed on Home 
Planners’ Institutes. 


2. Select a sponsoring 
body that is enthusiastic 
and will actively pro- 
mote the project. 


3. Obtain the best possible 
personnel for an execu- 


tive committee to run 
the local HPI. 


4. Raise a substantial fund 
for operating expenses. 

5. Give adequate thought 
to timing the start of lec- 
ture series. 

6. Work all “angles” on 
advance publicity and 
advertising. 

7. Make a careful selection 
of moderator and speak- 
ers. 

8. Discuss only one major 
topic at each session. 

9. Have registrants write 
out their questions be- 
forehand. 

10. Make certain all talks 
are unbiased. 

1l. Keep all names of regis- 
trants confidential. 


12. Close meetings on time. 











turn appointed a committee that has 
proven to be what is needed—a real 
hard-working, thoughtful group. 

Executive committee -meetings 
planning the project were conduct- 
ed frequently, sometimes weekly, 
sometimes bi-monthly, starting out 
as Dutch treat luncheon sessions 
from 12:15 to 3. Later, however, as 
the organization got under way, 
they were held from 1:00 to 3:00 
p. m, and more recently from 1:30 
until 3:15. All members of this 
executive committee are active 
and contribute their own share of 
practical ideas for conducting and 
improving their HPI. The mem- 
bers of this committee in Bridge- 
port include: Arthur Clifford, chair- 
man, who is vice president of the 
A. W. Burritt Co.; Charles A. Goer- 
ner, president of the D. M. Read 
Co.; H. Reginald Horton, vice pres- 
ident of the Howland Dry Goods 
Co.; Ronald A. Malony, sales man- 
ager, the Bridgeport Gas Light Co.; 
Horace B. Merwin, president of the 
Bridgeport-City Trust Co.; Perry 
W. Rodman, comptroller of the city 
of Bridgeport; Byron B. Spinney, 
sales manager, the United Illum- 
inating Co.; George H. Woods, 
president, the Bridgeport-Peoples 
Savings Bank and the director, Gor- 
don F. Christie, loaned to the Cham- 
ber of Commerce and the Home 
Planners’ Institute by the Bridge- 
port Peoples Savings Bank. Mr. 
Christie is a capable, hard-working 
director and has brought enthusi- 
asm and intelligence to the direc- 
tion of the Bridgeport HPI. 


Budget of $15,500 


A budget of $15,550 was raised 
for expenses—a large part of which 
was and is to be used for adver- 
tising to acquaint the public with 
knowledge of the 15 free lectures to 
disseminate authentic information 
about building, remodeling and 
home furnishings. The sponsors 
contributed sums varying from 
$100 to $1,000. The minimum for 
a sponsor was $100, paid by build- 
ing contractors and the smaller, 
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War veterans are going to want new houses in increasing numbers as they return home from 

overseas. Home Planners’ Institutes throughout the country are swiftly completing plans to see 

that they get them and lumber dealers are busy these days preparing their stores and yards 
for this tremendous surge of new business expected next Spring or Summer. 


neighborhood banks. Lumber and 
building material dealers contribut- 
ed from $200 to $1,000, according 
to their size. Bank contributions 
were from $100 to $750; leading de- 
partment stores $500 each; and 
other merchants proportionately. 
The utilities (excepting the tele- 
phone company who did not par- 
ticipate) paid $500 each. 

The mayor, town managers, se- 
lectmen and officials of like nature, 
totaling six, in the area, endorsed 
the Institute and signed a joint 
proclamation of endorsement that 
was reproduced and published in 
the local press. In addition to local 
government officials, endorsements 
were received from the Manufac- 
turers’ Association, Architects’ As- 
sociation, some Veterans’ Associa- 
tions, a few Parent Teachers’ Asso- 
Ciations, and others. 

A slogan contest was advertised 
over the air and through the press 
with a $100 War Bond as the first 
Prize and $5.00 in War Saving 
Stamps for the eight slogans award- 


ed Honorable Mention. The prize 
winning slogan was: “A Home 
Worth Having is a Home Worth 
Planning.” 

Not only has there been excel- 


HPI Can Help Meet Competition 
From Other Industries 
For Consumer Dollars 

Competition for the consumers’ dol- 
lar in the coming months and years 
among all segments of our economy 
will be keen. The building industry 
and retail lumber dealers in particu- 
lar must sell the public and keep it 
sold on the advisability of spending 
dollars for livability—for new homes, 
for good maintenance and for mod- 
ernization of existing homes. 

Home Planners’ Institute can be a 
powerful tool to use in keeping con- 
sumer dollars flowing into the build- 
ing industry. A large number of the 
nation’s lumber dealers are now work- 
ing with Home Planners’ Institute as 
part of their promotion. Details on 
the Home Planners’ Institute setup 
for any community can be obtained 
from the National Retail Lumber 
Dealers Association, or by contacting 
the American Lumberman. 
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lent cooperation and_ publicity 
through the press, but radio time 
on two stations was contracted for 
several weeks. Nine newspapers 
carry the advertising and publicity 
stories. The Institute was “plug- 
ged” on many radio programs of 
several sponsors. Newspaper mats 
were provided to many sponsors 
who were regular advertisers and 
they included space in quite a few 
of their regular newspaper ads. The 
whole community is behind the 
Bridgeport venture and the results 
show the interest that has been 
aroused. Mr. Malony and Mr. Chris- 
tie carried the burden of handling 
the advertising and publicity cam- 
paign. 

The residents receiving invoices 
from sponsors in the cities and 
towns participating were deluged 
with direct mail enclosures. One 
hundred and seventy five thousand 
registration cards and a like num- 
ber of explanatory folders were 
mailed. There was tremendous du- 
plication because all the sponsors 
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sent them in their out-going mail 
during the month of August—in- 
cluding the Bridgeport Gas Light 
Company and the United Illuminat- 
ing Company. These two utilities 
alone accounted for over 100,000 


mailings of each piece. Posters 
were sent to all the factories, as 
well as to all sponsors, and these 
were prominently displayed. 


Careful Selection of Speakers 


Recommending and _ obtaining 
speakers has been the joint respon- 
sibility of all members of the com- 
mittee. The strict policy adopted 
was that no local men would be put 
on the program. Each speaker must 
be oustanding in his field of en- 
deavor and have specialized knowl- 
edge of his subject. In addition he 
must be able to speak well to the 
subject and answer questions from 
the audience. Another requisite is 
that some member of the executive 
committee must have heard him 
speak or know of someone compe- 
tent to judge, who has heard and 
recommended him. 

Fifteen hundred Home Idea Files 
were printed locally at the cost of 
40 cents each. They contain ten 
pockets to hold 84x11-inch papers. 
The committee underestimated the 
popularity of this file and another 
1500 had to be printed to satisfy 
the demand. The names of all spon- 
sors of the HPI appear on the cov- 
er of the file folders. 

Here is an example of the high 
plane on which this Institute op- 
erates. They could have received 
file folders free from a national 
consumer magazine but one of the 
conditions for the presentation was 
that names of all HPI members 
who received them be forwarded to 
the publication. This the executive 
committee would not do because 
they promised all registrants their 
names would not be divulged. It is 
not the intent of the group that 
anyone get that information—not 
even the local sponsors. The names 
of all registrants are kept confiden- 
tial and are used only for the pur- 
pose of notifying them by mail of 
the time and date for the next 
meeting along with the topic and 
name of the speaker. Postal cards 
are mailed four days in advance. 


One Topic at a Session 

The committee decided it was 
best to lecture on only one topic at 
a session and the 15 topics selected 
were: “Choosing a Homesite,” “De- 
signing the Home,” “Selecting the 
Architect and Contractor,” “Financ- 
ing the Home,” “Selecting Your 
Building Material and Dealer,” 
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“Electric Wiring and Lighting,” 
“Heating, Air Conditioning and In- 
sulation”; “Kitchen and Laundry 
Planning,” “New Home Features 
and Home Appliances,” ‘Plumbing 
and Bathroom Planning,” “Interior 
Finishes and Decorations,” ‘“In- 
terior Furnishings,” “Landscaping, 
Driveways and Out-Door Living”; 
“Remodeling and Modernization” 
and the “Review.” 

Selection of a moderator was 
cause for serious thought and many 
names were considered. Final 
choice was Richard Bennett, pro- 
fessor of architecture and design at 
Yale University. His function at 
all meetings is to introduce the 
speaker, handle the “Question and 
Answer’”’ period, make all announce- 
ments, and dismiss the audience on 
time. He will also act in the dual 
capacity of speaker and moderator 
at the final session, taking the “Re- 
view” topic on which he is emin- 
ently qualified to speak. Professor 
Bennett teaches most of the 15 sub- 
jects that will be discussed during 
the series. Because of this he can 
be called upon at a moment’s notice 
to take the place of any speaker 
who may not be able to be present 
because of some unavoidable last- 
minute delay. 


Keep Talks Impartial 


To make more certain there will 
be no disappointment, all speakers 
are asked to have their texts in the 
hands of the committee from one 
to two weeks in advance of their 
appearance. There are two reasons 
why the committee desires this. One 
is so that Professor Bennett will 
have an opportunity to memorize 
the talk and be able to deliver it 
readily from notes should the orig- 
inal speaker fail to appear. The 
other is to make sure there are no 
controversial points in the lecture. 
Speakers are requested to refrain 
from mentioning specific products 
and to talk to the subject in gen- 
eral. As an example, no speaker is 
to indicate whether or not he pre- 
fers and recommends the use of 
brick, tile, wood shingles, asbestos 
shingles or wood siding for the ex- 
terior covering of a house. The 
committee wants HPI members to 
judge all materials on their merits 
and to make selections without 
prejudice. It is the express pur- 
pose and policy of the Bridgeport 
Institute to refrain from recom- 
mending or sponsoring specific 
furnishings, financing or other con- 
troversial services, products or ma- 
terials. 

The majority of the speakers for 


the 15 lectures have been secured 
and most of them are nationally 
known in their fields. They are 
asked to talk for three quarters of 
an hour after which three quarters 
of an hour is devoted to a question 
and answer period. Written ques- 
tions, on forms provided, are passed 
to the moderator who reads the 
question and then hands the card 
to the speaker for reply. No ques- 
tions are allowed from the floor. 
The reason for this is three-fold: 
1. Because they could not be heard 
well; 2. Too many persons like to 
make a speech themselves instead 
of directing a pertinent question to 
the speaker; 3. Many people would 
have good questions but would be 
afraid to get up on their feet in 
public to put a query. The card 
provided for questions is of light 
weight stock 6 inches wide and 4 
inches high. 

The lectures will all be taken on 
a dictaphone conference recorder, 
along with the questions and an- 
swers. They will then be tran- 
scribed, printed and distributed to 
all registered Institute members at 
some time during the course—prob- 
ably as soon as they are out of the 
hands of the printer. 

Timing of the Bridgeport Insti- 
tute has been fortunate. After con- 
siderable thinking and planning, 
the committee decided to start it 
the second Monday in September 
and run every second and fourth 
Monday for the fifteen lectures, ex- 
cept the second meeting in Decem- 
ber, which falls during the Christ- 
mas holidays. 

The first evening session of the 
Bridgeport HPI, which was really 
the second meeting, drew an attend- 
ance of 2,047. The September 10 
meeting was scheduled for the aft- 
ernoon and only 191 persons braved 
a downpour of rain to attend. In 
excess of 4,000 persons are regis- 
tered and have expressed a desire 
to attend the lectures. The Bridge- 
port committee recognizes that only 
certain subjects will be of interest 
to certain prospective home build- 
ers. For example, the topic ‘“‘Select- 
ing the Homesite” did not particu- 
larly concern those who had already 
purchased lots on which to build 
their homes. 


Standing Room Only 
Reporting on the first evening 
session, attended by 2,047, the com- 
mittee said: “The Klein Audito- 
rium has a seating capacity of 1,500 
with room for 100 chairs on the 
stage. There is also official stand- 
ing room for 87. It can readily be 
(Continued on Page 71) 
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pAduertising Column Pays Off 


A Pacific Northwest lumber dealer has a series of 
news column ads that are attracting future business. 


HE NOVEL advertising series 
run by Young’s Lumber com- 
pany, Yakima, Wash., appears as a 
regular column in the daily news- 
papers. Titled News Views, the col- 
umn is a mixture of humor, politics 
and philosophy. It is largely edi- 
torial in treatment, but always 
packs a sales punch. The column is 
an outstanding example of how in- 
stitutional—or good will—adver- 
tising can be employed to gain the 
friendship and future business of 
countless consumers. 

“We wanted to say what we 
wanted to say,” explains Fred 
Young, cooperator with his father 
of the lumber yard, “and the News 
Views idea was just the thing to 
enable us to get a few things off 
our chests.” 

According to Fred Young, News 
Views is designed not only to allow 
the company to express its views on 
various matters, but also to help 
the public directly by fostering any 
cause that will benefit the people. 
When some time ago a certain mat- 
ter was up pertinent to the inter- 
ests of the farmer—Mr. Young, 
through the column in the Yakima 
newspapers, published the names of 
Congressional representatives of 
the people and urged them to write 
and tell just what they, the people, 
desired. 

Advertising like News Views 
packs a big wallop in the matter 
of reaching potential lumber buy- 
ers. Young’s run their column reg- 
ularly in both the Yakima Daily 
Republic and the Morning Herald. 
Many things of interest to the gen- 
eral public are covered in the 
column. 

When school bells rang this year, 
News Views mentioned the neces- 
Sary precaution of watching for 
school children crossing street in- 
tersections. Another issue cau- 
tioned against driving on old tires 
and, in the same column, advised to 
shop early for’ overseas service- 
men’s Christmas gifts. What better 
Way can a firm radiate good will 
among the buying public than to 
take an interest in the folks them- 
Selves as well as their children and 
relatives ? ; 

Young’s News Views devotes 


three-fourths of various length, 
one-column ads to general discus- 
sion on subjects of timely interest 
and the remaining one-fourth of 
the space is devoted to the com- 
pany’s sales message immediately 
followed by a direct command to 
“order now at Young’s,” or the 
softer suggestion that, in screen 
doors for instance, “All standard 
sizes to choose from at Young’s 


Lumber company, 702 S. First 


street. Phone 4146.” 

Does such institutional advertis- 
ing pay? One need only enter the 
busy salesroom or walk around the 
500-foot-long yard where a score of 
workmen are rushed to fill orders 
for ready-built houses, as well as 
farm and orchard buildings, to find 
the answer. 








By 
F, E. Young 


“Merry Christmas” may 
seem as out of place at the 
present time as an engage- 
ment ring on a rabbit, but 
the government is encour- 
aging Christmas thoughts in 
the minds of service men’s 
relatives. The war is over 
it’s true—but there will still 
be a lot of boys who won't 
make it home in .time for 
Christmas. This was a 
mighty big war and a far 
flung war and postal au- 
thorities are expecting to 
handle a great rush of mail 
to the lads in the occupa- 
tion forces all over the 
world, It's going to be quite 
a job selecting the proper 
thing to send and we all 
want to do the most we can, 
yet We must realize that the 
job of transportation isn’t 
going to be any Sunday 
afternoon walk in the park, 
If you don’t want Santa 
Claus to bé left out in the 
cold Christmas Day — shop 
early, ship early 


Wartime shortages and 
restrictions are gradually 
being eased. Smokers are 
finding it easier to buy their 
daily pack of coffin nails, 
Cheese hounds can now buy 
their fill of cheese with no 
red points required. The 
one thing that is scarcer 
than ever is tires. To see 
some folks hit the road at 
60 or better one gathers 
that they feel that they can 
drive into any tire shop and 
xet more tires if their pres- 
ent ones blow with a lond 
bang. What a rude awaken- 
ing they are in for. Let’s 
drive sensibly until tires are 
again plentiful. There really 
is no hurry to get where 
you’re going anyway. What- 
ever it is you plan on doing 
will keep for a few minutes 
longer. 


If you need screen doors 
we have. a good stock of all 
standard sizes covered with 
16 mesh, galvanized screen- 
ing. Also, cold weather will 

0) itpees, How 
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By 
F. E. Young 


Points are being lifted on 
many foods right along—ra- 
tioning will soon be a thing 
of the past like other ogres 
one of these days and the 
good old OPA will fade back 
into the alphabet. We'll ad- 
mit the OPA has been as 
much fun as a date with a 
dentist and about as wel- 
come as the _ neighbor’s 
brother borrowing your last 
dollar, but it has served its 
purpose and somehow we 
ought to be grateful. It 
made bookkeepers out of 
isousewives and every wom- 
an’s conversation had a 
point to it—a red point. It 
wasn’t fun being an OPA 
worker either — they were 
about as popular as poison 
ivy at a picnic. But after it 
is all over we'll once again 
be as smug as a merchant 
prince at a salesman’s con- 
vention and about as inde- 
pendent as a politician the 
day after election. 


We see that it seems to be 
the collective opinion of 
foreign correspondents that 
Hirohito debashed himself 
by calling,on General Mac- 
Arthur. NUTS!!! Just the 
plain, expressive American 
term NUTS to that. In our 
opinion Hirohito was greatly 
honored by being allowed to 
call on the General and can 
look back with pride all the 
rest of his days to that 
honor. Since when has the 
head of all the war crim- 
inals of Japan been classed 
in a high enough position to 
be able to debase himself by 
talking to any American? 
Again, NUTS to that idea, 


Standing out in the winter 
weather causes greater de- 
terioration in an automobile 
than almost anything else 
you can do, If you haven't 
a garage plan now to get a 
“Young's ready-built, painted 
garage now for your car. Ii 
will be delivered all set up 
and ready to drive into, 
Threé sizes to choose from, 
.One with a tool shed, or 

»woodshed room. No pay- 
“] an m s 











I have noticed a greater 
interest lately on the part of 
parents and teachers to get 
more serious about the 3 R's. 
For a while it looked like 
the 3 R’s were going to be 
lost in the shuffle and would 
soon be extinct as the Dodo 
bird or an extra lump of 
sugar. Progressive education 
was all the rage and aesthe- 
tic dancing or cutting out 
paper dolls were getting top 
billing over Readin’, Ritin’ 
and Rithmetic. Progress was 
being made all right, but We 
weren't sure of the direction. 
I’m just old-fashioned enough 
to hope the 3 R’s are really 
coming back again, The way 
I see it, a little practical 
educati&s never hurt anyone 
very much, 


Yakima schools open on 
Monday, Sept. 10th. A word 
of caution to our automobile 
drivers seems timely. School 
crossings and stops are 
marked plainly as are the 
slow areas close to the 
schools, Pay attention to 
them and don’t take a 
chance, You, ner anyone else 
would willingly kill or maim 
a child. Don’t gamble with 
Lady Luck and do so un- 
wittingly, Drive as care- 
fully in these areas as if 
your own child were crossing 
the street . be ever 
alert and ready for the un- 
expected movements of the 
children, They haven’t yet 
reached the age of responsi- 
bility. You have and must 
assume that burden for 
them. Safe driving to you, 
sir or madam, 


Here's your chance to fool 
the flies. We have just re- 
ceived a new shipment of 
screen doors. Good ones with 
16 mesh, galvanized screen- 
ings that will keep out small 


bugs as well as larger ones, 


Put up screen doors and pro- 
tect yourself and ‘your 
ly m__sisease 


















Mutual Advantage For Industry 


ISCHARGED veterans and em- 

ployers in the various seg- 
ments of the lumber and building 
material industry can reap mutual 
benefits by taking full advantage of 
the opportunities offered by the ap- 
prenticeship training program of 
the U. S. Veterans’ Administration. 
Under public law No. 346 a vet- 
eran employed in any qualified es- 
tablishment as an apprentice may 
draw $50 per month and if married, 
$75 per month from the govern- 
ment to supplement his salary as 
an apprentice. The maximum term 
of such supplemental pay is four 
years, or until the veteran’s salary 
in the establishment reaches that 
paid regular journeymen or trades- 
men employes. At no time may the 
supplemental pay, plus the salary 
paid by the employer, exceed that 
paid regular journeymen or em- 
ployes on the same job doing the 
same type of work. 

Lumber and millwork manufac- 
turers, wholesale and retail lumber 
yards, contractors and builders in 
the industry may find this program 
of considerable help in relieving 
their manpower shortages. Any le- 
gitimate business concern, regard- 
less of size, that has the facilities 
and is willing to train the veteran 
should have no difficulty in obtain- 
ing approval of a veterans’ training 
program. The training course does 
not necessarily have to be formal- 
ized, but must be a logical and 
practical program to actively and 
progressively qualify the student or 
veteran in the field to eventually 
assume the full duties of the par- 
ticular position or trade for which 
he is serving apprenticeship. 


The First Step 


The first step any firm must take 
in order to put veterans on the staff 
under the apprenticeship training 
program, is to contact the agency 
in their state which customarily ap- 
proves educational programs, usual- 
ly the state department of educa- 
tion. 

Because the U. S. Veterans’ Ad- 
ministration apprenticeship pro- 
gram is designed to educate men 
and women in all the crafts, arts, 
trades and professions, there is a 
wide range of positions in any re- 
tail lumber yard, millwork plant, 
or building firm for which veter- 
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ans may take apprenticeship train- 
ing. In addition to the various 
trades and skilled jobs that quali- 
fy, veterans can be placed on the 
staff as apprentices in training for 
sales positions or as yard superin- 
tendents and managers. The sup- 
plemental pay which they will re- 
ceive under the Veterans Adminis- 
tration program will permit them to 
enjoy a more satisfactory income 
while in training, and at the same 
time the employer will not be forced 
to run up expenses by paying dis- 
proportionate salaries to inexpe- 
rienced employes. 


Lumber Yard Opportunities 

There are a large number of po- 
sitions in any average-sized retail 
lumber yard for which veterans 
may be placed on the payroll under 
the apprenticeship training pro- 
gram. Where salesmen are em- 
ployed they may be put through the 
various departments of the yard to 
learn the business and finish up as 
full-fledged salesmen or counter 
men to wait on trade. Bookkeepers, 
architects, carpenters, foremen, 
managers may be trained under the 
program, providing, of course, the 
proper procedure is followed in se- 
curing approval from the state dee 
partment of education. 

Veterans’ Administration officials 
state that it should not be difficult 





Ewing Galloway Photo 


for firms in the various branches of 
the building industry to obtain ap- 
proval of their establishments as 
veterans apprenticeship training 
points. Once approval is given, the 
Veterans’ Administration invaria- 
bly gives their approval and will 
qualify veterans for apprenticeship 
training in such establishments. 

To qualify for the supplemental 
pay, a veteran who wishes to enter 
the employ of an approved estab- 
lishment as an apprentice, must ap- 
ply to his nearest Veterans’ Ad- 
ministration office and complete 
form No. 1950. In many instances 
it is desirable for the veteran to 
contact the prospective employer 
and secure a summary of the train- 
ing he will receive before attempt- 
ing to fill out form No. 1950 for 
approval. Once the application is 
approved, the veteran receives a 
certificate of eligibility entitling 
him to receive supplemental pay 
from the Veterans Administration 
for work as an apprentice in an 
approved establishment. 

In addition to receiving the ap- 
prenticeship supplemental pay, 4 
veteran may enroll in evening 
classes, at government expense to 
study courses bearing on his work. 
He cannot enroll at government ex- 
pense for courses in one trade or 
profession while working as an ap- 
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and Veterans in Apprentice Training 


Discharged military personnel may qualify for supplemental 
government pay while training in business establishments. 
All segments of building industry, including retail 
dealers, may qualify to employ veterans as apprentices. 


prentice in another. 

Veterans’ Administration officials 
stress the point that size of es- 
tablishment is not a major consid- 
eration. In fact in many instances 
it is better for a veteran desiring 
to learn a trade or take specialized 
training to do so in a small firm 
because there is much more oppor- 
tunity in such firms to receive in- 
tensive training in all phases of the 
work. For instance a veteran who 
desires to become a skilled wood- 
worker will be more apt to get a 
well-grounded education in all the 
various operations of a plant if he 
joins the staff of a small operation 
than if he gets into a large plant 
where all work is highly special- 
ized. 

A veteran desiring to learn the 
retail lumber business may be 
trained in a small yard in many 
instances to better advantage than 
in larger establishments where all 
work is highly specialized. Retail 
lumber dealers desiring to make 
permanent additions to their staffs 
will find the Veterans’ Administra- 
tion apprenticeship training officials 
willing and anxious to cooperate 
with them in filing their applica- 
tions for approval with their state 
departments of education. 


Terms of Participation for Vets 

The specific conditions under 
which veterans may participate in 
the apprenticeship training pro- 
gram or any of the other educa- 
tional opportunities provided by the 
Veterans’ Administration, as set 
forth in a booklet outlining the 
rights and benefits of discharged 
military personnel, are as follows: 

“Educational aid for veterans is 
available from the Veterans’ Ad- 
ministration provided: (1) you 
were discharged under conditions 
other than dishonorable; (2) you 
were not over 25 at the time you 
entered service, or can demonstrate 
that your education or training was 
interrupted or interfered with by 
your service; or if you desire a re- 
fresher or retraining course; (3) 


you served 90 days or more (not 
counting the time in Army Special- 
ized Training Program or Navy 
College Training Program, which 
course was a continuation of a ci- 
vilian course and which was pur- 
sued to completion, or as a Cadet or 
Midshipman in a Service Academy) 
or were discharged or released from 
service because of an actual service- 
incurred injury or disability; and 
(4) you start such education not 
later than two years after discharge 


or end of war (whichever date is 
later). 

“Length of Training: One year 
(or its equivalent in part time 
study). If you complete these 
courses (except refresher or re- 
training courses) satisfactorily, 
you will be entitled to additional 
education or training not to exceed 
the length of time you spent in 
active service after September 16, 
1940, and before the end of the 

(Continued on Page 36) 





Albuquerque, N. M. 
Atlanta, Ga. 
Baltimore 2, Md., 

1315 St. Paul St. 
Batavia, N. Y. 

Bay Pines, Fla. 
Boise, Idaho. 
Brecksville, Ohio. 
Cheyenne, Wyo. 
Columbia, S. C. 
Dayton, Ohio. 
Dearborn, Mich. 
Denver 2, Colo., 

Old Custom House. 
Des Moines, lowa. 
Fargo, N. D. 
Fayetteville, N. C. 
Fort Harrison, Mont. 
Hines, Ill. 

Honolulu |, Hawaii. 
Huntington, W. Va. 
Indianapolis, Ind. 

Jackson, Miss. 

Jefferson Barracks 23, Mo. 
Kansas City 6, Mo., 

1009 Wyandotte St. 
Lexington, Ky. 
Lincoln, Neb. 

Little Rock, Ark. 

Los Angeles 25, Calif. 
Lyons, N. J. 
Manchester, N. H. 
Minneapolis 6, Minn. 





Offices of the United States Veterans Administration where firms in 
lumber, building material and construction industry can obtain coopera- 
tion in the veterans apprenticeship training program are as follows: 


Montgomery, Ala. 

Murfreesboro, Tenn. 

Muskogee, Okla. 

Newington, Conn. 

New Orleans 12, La., 
333 St. Charles St. 

New York II, N. Y., 
215 W. 24th St. 

Philadelphia 6, Pa., 
New Custom House. 

Pittsburgh 22, Pa. 
1001 Liberty Ave. 

Portland 7, Ore. 

Providence 2, R. I., 

Pittsburgh 22, Pa., 
Federal Bldg. 

Reno, Nev. 

Roanoke 17, Va. 

St. Louis, Mo., 
707 Market St. 

Salt Lake City 3, Utah. 

San Francisco 21, Calif. 

Seattle 4, Wash. 

Sioux Falls, S. D. 

Togus, Me. 

Tucson, Ariz. 

Waco, Texas. 
Washington 25, D. C.., 
300 Indiana Ave. 
West Roxbury 32, Mass. 
White River Junction, Vt. 

Wichita, Kans. 
Wood, Wis. 
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You Cau BGulld Susiness 
With Good Sales Letters 





Sales letters are a quick, cheap and effective way 
to put your sales message across, but they are 
practically useless unless you have something your 
prospects need and you tell your story convincingly. 





HAT CAN WE DO to bolster 

up our business? How can we 
increase the effectiveness of our 
local newspaper advertising? When 
dealers ask the advertising expert 
these questions, he usually asks 
them to show him their scrap book 
of mail promotion letters, post 
cards, circulars, broadsides, etc., so 
he can see just what is being done 
to supplement their newspaper ad- 
vertising and whether or not the 
mail promotion is consistent or 
spasmodic. 

Lumber dealers who know the 
wonderful business possibilities 
and the good will building oppor- 
tunities of sales letters are enthusi- 
astic and quickly point out the 
pulling power of certain mailing 
pieces. You will find these mer- 
chants with a mighty good prospect 
list, including former buyers. This 
prospect and customer list is one 
of their most valuable assets. With- 
out it the best prepared promotion 
literature would probably be worth- 
less. 

Effective Promotion By Mail 

This is one side of the picture we 
see as we study the activities of the 
retail field as a whole. On the 
other side we see merchants willing 
and anxious to use every possible 
method that offers effective adver- 
tising promotion, but lacking 
knowledge of what can be accom- 
plished by mail promotion—or have 
forgotten certain fundamental 
principles necessary to the con- 
struction of a successful sales let- 
ter. Then too, many organizations 
have depended entirely on salesmen 
and have used few sales letters in 
spite of the fact that such promo- 
tion often “opens the door” for 
salesmen. In the future, however, 
more merchants will give serious 
thought to ways and means to keep 
their names and the products they 
handle in the limelight. To these 
dealers we are going to offer some 
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suggestions based on experiences in 
the field. 

Many dealers are making good 
use of sales letters right now. This 
is an especially good time (despite 
shortages of materials) because 
impartial surveys show that, as a 
result of the war, people are read- 
ing more than ever before. The 
right kind of advertising will help 
you locate new business or main- 
tain your contacts with consumers 
of your products. There is an old 
saying — “Doing business without 
advertising is like winking at a 
pretty girl in the dark. You know 
what you are doing, but she does- 
n’t.” You know the building mate- 
rial business but regardless of how 
well you do your work, business 
won’t always come into the store 
unless you do some sort of ad- 
vertising. 

There are many forms of adver- 
tising a retail business, but one of, 
the most widely used is the sales 
letter. It is a most effective weapon 
not only for obtaining immediate 
business, but for building up both 
good-will and prestige. 


Gather A Prospect List 


One of the first things to do, is 
to compile a good prospect list. 
Think of the many home owners, 
farmers, industrial plants, com- 
mercial buildings, which sooner or 
later need modernizing, repairs— 
need the very equipment on your 
shelves or in your yard. When the 
owners or operators of these build- 
ings are in the market for neces- 
sary material will they think of 
you or your business? Are you 
doing anything to let them know 
that you specialize in jobs of this 
kind or will they have to make in- 
quiries and then perhaps give the 
order to an aggressive competitor 
or some organization located far- 
ther away from the prospect than 
you are? These points are raised 


only because they comprise some 
of the factors that you might con- 
trol were you consistently to use 
some select form of advertising 
that would keep your name and 
business in the limelight. 

Now to get down to the actual 
writing of sales letters. Make every 
effort to analyze the needs or wants 
of the buyer. Try and picture in 
your own mind how the prospect 
can use and benefit from what you 
have to offer. Appeal to his pride 
of possession, his sense of gain, 
beauty, comfort and well - being. 
Try too to list in your own mind 
any objections that may probably 
be raised against the product if 
you were actually to call on your 
prospects. Then jot down the most 
conclusive answer to each objection. 
Now make a list of all the selling 
points of the merchandise. You 
will find some of the best sales am- 
munition right in the booklets or 
literature sent to you from most of 
the manufacturers. After you have 
listed all the selling points and the 
possible objections you are then 
ready to construct your message. 
Now again you must try and build 
a mental picture of the typical 
buyer in order to know how best 
to approach him, how to get him 
into a receptive attitude. 

Your next step—a headline, a 
sentence, a paragraph must touch 
his interest. What feature is most 
likely to appeal to him? Why did 
you install new flooring in Mr. 
Johnson’s home? Why did Mr. 
Johnson want this job done? What 
does he think about it now? Have 
you received a nice testimonial let- 
ter from him that you might re- 
produce? What were the reasons 
why you sold so many roofing jobs 
last year? What sales appeal should 
you make to increase your sales of 
paint? You know that good paint 
jobs give long-lasting protection to 
homes, farm buildings, etc. Then 
too there is the beauty angle that 
gives an old building that new, 
fresh appearance. 


Choose the Right Appeal 


If you analyze the reasons why 
you sell your products you will no 
doubt find out the needs of your 
prospects and build these “needs” 
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into talking points or selling ap- 
peals. In the preparation of sales 
letters or any form of advertising 
we should keep in mind what we 
can do that will give our prospects 
better service, more comfort, pro- 
tection, etc. Choose an appeal to 
some human desire that will ac- 
tuate the prospect to buy. Some of 
these human desires to keep in 
mind are: 

PROTECTION — for family or 
buildings. 

SAFETY — Product or 
guaranteed. 

CLEANLINESS—P roper in- 
stallations—insulation, storm sash, 
doors, etc. 

COMFORT— Remodeling kitch- 
ens, bathrooms, etc. 

POSSESSION — New _ homes, 
farm buildings, mirrors, glass, etc. 

Here’s how a wartime sales mes- 
sage addressed to farmers by a 
large steel company played up the 
protection angle in a most inter- 
esting way: 


NEGLECT HELPS HITLER 


Farm buildings and fences are 
essential in the production of food. 
It’s important that they be kept 
in good service and repair. If 
wood begins to rot replace it or 
patch it up. If steel roofing has 
begun to rust clean and paint it. 


service 


If a building has sagged or twisted 
out of line, fit is important to 
square up the frame. 

Steel sheets require less frame- 
work but it must be sound. Fre- 
quently you can double the life 
of an old fence by replacing old 


posts and restretching. Increase 
the usefulness of fence by increas- 
ing the value of pasture. Rear- 
range fields for pasture rotation, 
relocate unused fence, reseed old 
pastures with grass and legumes. 
There is plenty of live “news in- 
terest” in the above sales message. 
It is full of little word pictures. It 
helps the prospect to see an advan- 
tage and to visualize certain ben- 
efits. You, too, must try to impress 
upon the reader’s mind a thing or 
condition that attracts, interests or 
convinces him. Write your copy 
and say things in everyday lan- 
guage. Express yourself in lan- 
guage so simple that even children 
will fully understand all that is 
meant. In this way you avoid mis- 
understanding and the reader ab- 
sorbs your meanings without ef- 
fort. Familiar, sincere language is 
more readily accepted as truth. 


Response Demands Motivation 
The real basis of any sale is the 
satisfaction, the use or gain pro- 
vided. Stress such factors as effi- 
ciency, economy, convenience, value, 
term of price, etc. The same fun- 





Four Functions of Good Sales _ Letters 























3. Create Desire 











4. Stimulate Action 
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damental principles that apply to 
successful salesmanship are like- 
wise applicable to sales letters. 
When planning a series of sales ef- 
forts in the form of letters it is 
well to keep fundamental principles 
in mind although they come more 
or less natural with the seasoned 
writer. They may be classed as 
follows: 


1—Attract Attention 
2—Arouse Interest 
3—Create Desire 
4—Stimulate Action 


We should have these elements 
follow in logical sequence. First of 
all we want our message to get at- 
tention. There are various ways of 
doing this but there are three 
methods in popular vogue — First, 
A statement of an interesting fact. 
Second, Asking a question. Third, 
A strong statement or assertion. 
The following is an example of the 
statement of fact opening: “There 
is a right way of doing anything 
and a million wrong ways. There 
are two right ways of learning— 
one by experience and the other by 
learning from those who know.” 

Here are examples of the ques- 
tion method: “Do you know that 
storm windows will not only pro- 
vide more comfort but practically 
pay for themselves before the win- 
ter season ends?” “Do you know 
that the new roof and insulation in- 
stalled in the Jones home reduced 
their fuel bill over $100.00 last 
winter ?” 

The strong statement or asser- 
tive type of opening is sometimes 
accomplished like this: “Don’t 
blame your heating system because 
you are not getting enough heat— 
perhaps you are at fault.” “Plug 
the leaks that drain your pocket- 
book.” 

The opening sentence or very 
first paragraph of your message 
can often make or break the entire 
sales message. It is here you can 
touch someone’s interest or feeling. 
To do this your message should be 
simple and sincere. When you use 
the question method of opening use 
care. Arrange it in such a way 
that the reader asks himself if the 
point brought out applies to him. 
If it does he invariably will want 
to read on and learn more. Don’t 
use the strong assertive type of 
opening unless you can follow 
through with sufficient evidence 
that leaves the reader in a recep- 
tive mood. On the other hand, 
there is probably no other form of 
opening that is more effective in 

(Continued on Page 32) 
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BILL OF MATERIALS 
SMOKEHOUSE 
CONCRETE 

1:3:5 mix 
10 bags cement, 1 cu. yd. sand, 
1% cu. yd. gravel. 


pieces 2x6”x6’-0” cross ties. 
pieces 2x4”x12’-0” header, 
€ bench and hangers. 
Md 12 pieces 2x4”x10’-0” sills, studs 
and rafters. 
23 pieces 2x4”x8’-0” sills, studs 
plates and hangers. 
2 pieces 1x10”x8’-0” bench and 
vent doors. 
7) S 2 pieces 1x6”x10’-0” ridge and 


ow w 


trim. 
2 pieces 1x6”x7’-0” door bat- 
tens. 
> pieces 1x4”x10’-0" corner 
board and trim. 
pieces 1x4”x8’-0” trim. 
pieces 1x6”x7’-0” T. & G. 
By J. F. SCHAFFHAUSEN boards for door. 
275’ B.M. 6” drop siding. 
120’ B.M. room sheathing. 
Roofing or asphalt shingles to 
cover 100 sq. ft. roof area. 


- 


aon 


Few farms are equipped with good smokehouses and MISCELLANEOUS 
: ; / ; 7-144”x12” anchor bolts, with nuts 
many will have to be built. . There's a big market Bo pl 
in supplying materials for this inexpensive structure 1 pair 8” Tee hinges, 1 safety 
hasp. 
2-pair 2x2” hinges, for vent 
doors. 


1-piece metal flashing—6x40”. 
4 lin. ft. No. 30 mesh wire screen 


6*-Q” —10” wide. 
nem | 4 lengths 6” T.C. sewer pipe, 1 
6” 90° T.C. elbow. 
TT 6 Nails, hanging hooks and paint 
: > not included. 
2"x4" studs 24"o.c. FIREBOX 


‘ ? CONCRETE 
Sait 1:2:3 mix. 


barrel Anchor welts 4 6 bags cement. 4 cu. yd. sand, 
¥% cu. yd. broken hard brick, 
gravel or stone (brick more 
heat resistant). 


| 
| 

} | MISCELLANEOUS 
! 

















10 lin. ft. 6x6” No. 9 wire fabric 
30” wide. 

6 pieces 44” steel rods 42” long. 

10 pieces 44” steel rods 32” long. 

2 pieces 1144” pipe 36” long. 

1 piece 24x32” metal, sliding 
door. 















0) 
: 





Bench 


Concrete floor 
N MANY FARMS it is in- 
come from a sideline that edu- 
cates the children or helps buy the 
new improvements. At the turn of 
the century this income came from 
the poultry flock or a few pigs sold 
to the local merchant, but in recent 
years it has developed from farm 
smoked ham, bacon and turkey or 
fresh fruits and preserves sold di- 
rect to city folks by parcel post on 
a check-in-advance basis. 
Many a G.I. coming back to the 
quiet life of farming will try his 
hand at this direct mail business. 





i .” 





Fire Box not less than. 
A*-O" from Smoke House 
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The bulk of them will be interested 
in selling smoked meats and fish, 
because they will have learned that 
their city brothers have a definite 
taste for the smokey flavors pro- 
duced by burning hickory, pinon, 
peanut hulls and those combina- 
tions of materials that result in in- 
dividualized flavors. 

Few farms are equipped with a 
good smokehouse today, so many 
will have to be built. Luckily for 
the ex-G.I. and the farmer alike, 
these buildings cost little and can 
be built without outside help. 
About two hundred dollars’ worth 
of materials will build one that is 
big enough to start a commercial 
venture. 

The important features to keep 
in mind when selecting a design for 
the smokehouse are: first, that it 
should be of reasonably tight con- 
struction to permit the regulation 
of temperature, and second, that it 
should provide adequate vents that 
will make it easy to regulate the 
flow of air and smoke. A rapid flow 


of air past the meat is needed at 
the beginning of the smoking oper- 
ation to carry off the surplus mois- 
ture from the meats. Toward the 
end of the smoking period, how- 
ever, the air flow must be reduced 
considerably to prevent excessive 
shrinkage in the weight of the 
meat. Curing temperatures 
ranging from 90 to 120 degrees 
Fahrenheit are best according to 
successful operators. 

The cross section of the 6x8 
smokehouse illustrates the essential 
points of construction. If a build- 
ing paper is used between two lay- 
ers of exterior siding material. 
make sure that it is not asphalt 
coated, as sometimes the asphalt 
gives off an odor that is objection- 
able in meat. Adequate control of 
ventilation is made possible in this 
design by the vents in the gable 
ends of the structure. These vents 
are easy to regulate and not trou- 
blesome when it comes to keeping 
them watertight. 

Smoke can be supplied to this 
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house in almost any way. The 
simplest method is to connect a 
wood burning stove to it with a 
stovepipe, but the most satisfac- 
tory arrangement is to build a fire- 
box that is 3 feet 6 inches wide and 
3 feet deep. The pipe from the fire- 
box should enter the smokehouse in 
the center of the floor for good dis- 
tribution of smoke. 

This pipe to the smokehouse 
must be pitched upward to assure 
a good draft which is so essential 
to the proper operation of the fire- 
box. If the firebox must be located 
on ground that is level with the 
floor of the smokehouse, the pipe 
can enter the house through the 
sidewall instead of underground. 
It is advisable to cover the pipe 
with dirt in this latter case so that 
the pipe will hold the heat. 

The workbench in the smokehouse 
should be removable and_ short 
enough to allow locating a salt tub 
at one end. Generally six feet in 
length and 22 inches in width is 
preferred. 
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Gauging the Luality of 
NEW HOME PROSPECTS 








Buying a home is a long-term financing project for 
most persons. This calls for careful appraisal of the 
type of home a prospect can pay for and also maintain. 








ITH MONEY ONE OF the 

most plentiful commodities in 
the nation today plus all the glow- 
ing publicity and talk about the 
big home building boom just 
around the corner, it must be re- 
membered that buying a home for 
the average person involves a long- 
term investment that does not de- 
pend on his income today but on the 
income two, three, five and ten 
years from now. 

Numerous lumber dealers in va- 
rious-sized communities are prone 
to speak of their potential new 
home market in glowing terms cas- 
ually mentioning that 40, 80, 150, 
300 or 500 houses could be built 
there tomorrow if the materials 
and manpower were available. Ev- 
eryone knows that the new home 
market throughout the nation is 
at its greatest level in history, but 
for purposes of keeping our feet 
on the ground, a review of the 
guides for safe mortgages and 
monthly payments based on indi- 
vidual income for home ownership 
might be helpful in ascertaining 
more accurately the true count of 
potential home owners in any com- 
munity out of the huge number 
who have expressed intention to 
buy or build. 


Family Earnings and Housing Funds 


Tables on these pages draw a 
picture of average family earnings 
in the United States in 1941, and 
also show what each income group 
can roughly afford as outlay for 
shelter each month. Further across 
the tables are average total home 
costs that these representative 
monthly outlays would repay on a 
sound financing basis. Two sets of 
figures are used. One is of conserv- 
ative hue, especially prepared by 
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the U. S. Savings and Loan League 
for this AMERICAN LUMBERMAN 
feature, based on 15-year loans at 
five percent interest, and assuming 
a loan ratio of 70 percent of the 
value of the completed structure. 
This Savings and Loan League 
table uses 18 percent as the amount 
the average family can easily af- 
ford out of yearly income for shel- 
ter. The second table is based on 
maximum FHA practices using a 
90 percent loan-value ratio, a 4! 
percent interest rate, and a 25-year 
loan basis. 

Somewhere in between the two 
extremes illustrated in the tables is 
the medium point that can be used 
as a guide to determine how pre- 
tentious a home a dealer can safely 
sell an individual of a certain in- 
come status. Further than that, a 
study of these tables, along with 
a study of the incomes of the pros- 
pective home buyers in any com- 
munity will result in a good esti- 
mate of the actual potential new 
home building volume that can be 
done safely there on sound financ- 
ing principles. 

Taking the situation on a national 
scale, a study of the table shows us 
that only 3.67 percent of the fam- 
ilies in the United States can af- 
ford to buy and maintain a home 
costing approximately $12,000 to 
build. A $9,000 home is in the 
reach of about 5.68 percent of the 
families, but from then on the 
eligible buyers begin to mount rap- 
idly as costs drop. About 12.18 per- 
cent of our families can afford a 
$7,000 home, 20 percent can safely 
invest $6,000 in home ownership 
and those who can build a good 
home for about $4,700 total cost 
will find 30 percent of the U. S. 
families able to finance and main- 


tain it safely. A good $3,000 house 
would have nearly 50 percent of 
the nation’s families as potential 
buyers. 


Serving the Low-Income Group 


When the new home construction 
cost problem moves into these low 
brackets a few dollars trimmed 
from the price means a consider- 
able addition to the potential mar- 
ket for the product. Studies show 
that in the four-year period ended 
in 1940 there was a drop of about 
14 percent in the average cost of 
newly-constructed non-farm resi- 
dences, although basic building 
costs increased slightly during that 
same period. This means that of 
the homes that were built, a larger 
number were of smaller, simpler 
construction. No doubt this trend 
will continue in the low-cost home 
building brackets. 


Undoubtedly the FHA loan poli- 
cies had a considerable influence on 
the drop in unit house costs before 
the war. FHA made it possible for 
the first time for a man in the 
lower income brackets to own his 
home. Their records show that the 
average annual income of those 
who borrowed on single family res- 
idences declined from $3,133 to 
$2,665 in a span of four years, 
1937-1940. The average value of 
the houses financed likewise de- 
clined from $5,978 to $5,199. Fur- 
ther reflected in FHA figures is the 
fact that in the same period the 
number of rooms in the average 
house financed declined from 5.5 to 
5.1. Even this, however, does not 
account for all the decline in indi- 
vidual home costs. The large move- 
ment from cities to suburban areas 
and the cheaper land there, brought 
the real estate price averages down 
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somewhat along with the reduced 


budget for 


home upkeep costs. 





size of the house and the simplified 
construction. 


Determining Good Risks 

To maintain a healthy home-own- 
ing situation in any community, 
lumber dealers and others selling 
new home prospects’ usually take 
into consideration the ability of the 
prospect to not only maintain his 
payments on principal and inter- 
est but also his financial ability to 
maintain adequately the home he is 
planning to build or buy. After dil- 
igent research and study, Prof. 
R. M. Nolen, of the University of 
Illinois Small Homes Council, says 
that one of the greatest errors fre- 
quently committed is not to allow 
sufficient leeway in the prospect’s 


These costs he conservatively esti- 
mates at $20 per year of $1,000 
valuation. For example if taxes 
amount to $18 per month and in- 
surance $3, a home-owner thus 
should expect to pay $41 per $1,000 
per year to maintain his home, in 
addition to interest and amortiza- 
tion on any loan. 

Under Professor Nolen’s formula 
for ascertaining a family’s safe 
housing expenditure, he first deter- 
mines the family’s funds available 
for shelter. For instance if a fam- 
ily’s income leaves $44 a month for 
housing and they have $1,200 as a 
down payment, he determines the 
price of the house they can build 
as follows: On the $1,200 down 
payment, annual upkeep, taxes and 
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insurance at $4 per $100 would be 
$48 per year. This takes $4 a 
month from the $44 available for 
housing, leaving $40 monthly for 
a loan—including amortization and 
interest in the principal, plus up- 
keep, taxes and insurance on that 
part of the house built with the 
loan. 

The conservative table on the 
amount that a family can pay for a 
home accompanying this article, 
shows that $40 a month will finance 
a mortgage of about $4,000 at 5% 
on a 15-year basis. On these terms, 
and including the $1,200 down pay- 
ment, this family can buy or build 
a $5,200 house and have every ex- 
pectation of maintaining both the 
house and meeting the payments. 
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Architect's 
Anderson Village. The grounds are land- 
scaped with the drainage away from all 
structures toward special outlets. Trees and 
shrubbery are placed about the grounds in 
formal design, and provide shade conditions 
along walks. 


perspective of the 160-unit 





WAR HOUSING 


IVEN A FREE REIN in the 
matter of design and layout, 
and of the materials entering into 
the construction and furnishing of 
the dwellings, it has remained for a 
woman architect, Ellamae Ellis 
League, Macon, Ga., to show what 
may be accomplished with a war 
workers’ community of 160 base- 
mentless, one-story, four-room-and- 
bath houses. Unlike many such 
projects, the community is to be of 
permanent occupancy. 

The project, located at Columbus, 
Ga., is known as Anderson village, 
conceived and constructed by the 
Bibb Manufacturing company, 
Macon, for workers in its textile 
mills. 

Mrs. League, when commissioned 
by the company, expressed the de- 
sire to incorporate into the houses 
and the grounds certain ideas that 
she had concerning the type mate- 
rials, fixtures and furnishings to be 
used. She wanted to incorporate 
not only modern conveniences and 
the best materials available, but she 
was determined that each house 
would have a home-like interior and 
present an attractive appearance 
from the outside. 

Each house is of modified Colo- 
nial design, of brick veneer over 
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This low-cost 


but permanent development 


sets a pattern which might be adapted 
to home subdivisions for the low income groups. 





hollow tile. Ample closet space in 
each bedroom and for storage is 
provided. Wood - slat, Venetian 
blinds are on each of the eight win- 
dows which are fitted with wood- 
frame, galvanized wire, half- 
screens, 

Kitchens and bathrooms are pro- 
vided with such modern conveni- 
ences as refrigerator, modern gas 
range, gas water heater, lavatory, 
closet and tub. 

Because the project is a perma- 
nent one, construction materials 
were specified with a view to long 
service-life, and durability. 

Not only has Mrs. League pro- 
vided comfortable living quarters 
in the Anderson village project, but 
she has introduced many refine- 
ments into the exterior surround- 
ings. The pathways are cast con- 
crete slabs of varying lengths. 
These are placed into the ground, 
grass joints being provided. 

The houses are _ basementless. 
While there are the usual founda- 
tion walls, footings, etc., the floor 


slabs are of structural clay tile, laid 
on the ground atop a leveling bed 
of sand. The interior concrete layer 
received an additional finish, and 
all concrete floors are waterproofed. 
The interior concrete flooring is fin- 
ished in asphalt tile in black, red 
and mahogany. 

Masonry for exterior walls and 
chimneys is of common brick, while 
hollow tile is used for interior par- 
titions, and for backing up the 
brick exterior veneer. The piping 
throughout—interior hot and cold 
water lines and gas lines, and all 
underground water services — is 
wrought iron. 

The upper section of each dwell- 
ing is of frame construction with 
a semi-peaked roof. This is wood 
sheathed and over this is placed an 
asphalt felt sheathing over which, 
in turn, are laid asphalt shingles. 
The framing lumber of each struc- 
ture is of short leaf yellow pine, 
and other lumber used is white or 
yellow pine, with red oak used for 
thresholds at the outside doors. 
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Each of the houses in Anderson Village is 
of the same general design, having two bed- 


approximate dimensions of these rooms are: 
living room, 11’3” x 15’; kitchen, 8’ x 103”; 
bath 5’ x 8’; and bedrooms 8’ x 11‘3” and 
11 x 113”. 














Individual houses at Anderson Village are of dified Colonial design, and built sufficiently 
away from roadways to reduce traffic noises and provide ample space for lawns. 
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Writing Good Sales Letters 
(Continued from Page 25) 


getting the reader’s attention, 


than this method. 

Please note that in the examples 
given above there is much use of 
the word “You.” This “you” ele- 
ment should never be lost sight of 
in constructing your sales letter or 
for that matter any of your corre- 
spondence. Even though you are 
preparing a form letter there is 
no reason why you should not try 
to make it a personal message from 
the very beginning and address it 


directly to a particular individual 
and make good use of the “you” 
and “yours” element. Naturally 
you must use a reasonable amount 
of judgment in your writing and 
realize there are limits to the use 
of the “you” element, even though 
it is important. 
Don’t Assume He’s Interested 

Men who study letters and good 
correspondents seldom use any 
time-worn phrases such as “You 
will be interested in knowing that 
we carry the largest stock, etc.’ or 
“We desire to call your attention to, 
ete.” Such statements are not of 





may mill taken about 1929. 


you with Kirby lumber. 


KIRB 


Yellow Pine 


KIRBY BUILDING 








There is Something Wzoug 
With This Picture 


This is an American Lumberman’s photograph of Kirby's Bess- 


The picture is as obsolete as the procedure of air drying 
lumber or the carrying of enormous inventories. 


The entire production of Kirby’s Bessmay mill, like all their 
other pine operations, is kiln dried (except timbers) greatly 
speeding up the delivery time from log to retail yard. More 
lumber is becoming available for retail yard distribution daily 
and while this progress may appear slow to you, please bear 
with us. Our best efforts are being directed towards furnishing 


"A Wood for Every Purpose” 





LUMBER 
CORPORATION 


Southern Hardwoods 


HOUSTON, TEXAS 








32 


material interest to the reader. He 
wants to know what benefit he will 
derive from what you have to offer, 
rather than listen to you “blow 
your own horn.” Talk about your 
customers’ needs. This is why the 
“vou” element is such an important 
part of the message. 

Study and analyze every para- 
graph of your letter. Try and place 
yourself in the place of the recip- 
ient. See what effect it has upon 
you. If your associates know sell- 
ing and merchandising ask one or 
two for their frank constructive 
opinions. Another method some 
writers follow is to visit with a 
prospect or customer and discuss 
the merchandise to be promoted in 
the letter. Through this method 
they often pick up ideas—and ob- 
jections. They get the other fel- 
low’s viewpoint. 

Many an otherwise good salesman 
or advertising writer will lose busi- 
ness because he fails to close the 
sale properly. He lacks something 
at the climax...something which 
makes the prospect want to buy the 
product and want to do something 
toward buying it at once. 


Translate Desire Into Action 


When we go through the various 
stages of getting attention, inter- 
est, desire we wind up with action 
if we want orders. To get action 
we should make every effort to have 
the reader do something definite 
toward a purchase because if our 
sales message has already gained 
acceptance we must make it easy 
for the buyer to place his order. 
There are various ways of getting 
the order. Play up your telephone 
number, enclose post cards or busi- 
ness reply envelopes, circulars, 
booklets, etc. 

In conclusion let me suggest that 
you read and study the sales litera- 
ture you receive. You very often 
will find a gold mine of sales angles 
and ideas. Right in your own busi- 
ness paper— AMERICAN LUMBER- 
MAN—you are offered some mighty 
fine booklets containing the various 
sales stories you can digest and put 
into your advertising and sales let- 
ters. You can get material like this 
by simply writing manufacturers. 

Many of the country’s most suc- 
cessful writers are sending you an 
education in the art of sales letters 
if you only know it. Try to get into 
the habit of studying the openings 
and body matter in the letters and 
circulars you receive. You’ll find 
that many of them follow the prac- 
tices and principles we have out- 
lined. 
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Florida Retailers 


Conduct Victory Conference 


Two-day fall meeting at Miami Beach voted one of best ever 
held. Schedule 1946 annual convention at Orlando March 28-29. 


RECEDED BY a dinner meeting 

of the Board of Directors on 
the evening of November 15, the 
1945 Victory Convention of the 
Florida Lumber and Millwork As- 
sociation was held November 16 
and 17 at the Roney Plaza Hotel, 
Miami Beach, with a registration 
of approximately 175 dealers and 
associate members. A well-rounded- 
out program of speakers, reports 
and business discussions, the ses- 
sions progressed with clocklike pre- 
cision under the direction of Presi- 
dent W. E. Tylander of Ft. Pierce 
and West Palm Beach. This con- 
vention was voted one of the best 
and most interesting held by this 
association during its 25 years of 
activity. 

Dr. James S. Thomas, currently 
the Miami District Director of 
OPA, but formerly connected with 
the Chrysler Research Foundation 
as an economist, and a university 
professor who allegedly “has lived 


down his degrees,” warned the deal- . 


ers that Florida’s expected postwar 
era of prosperity may turn into a 
fool’s paradise unless inflation is 
avoided. The speaker pointed to his 
knowledge of, and affinity with, the 
lumber business through reference 
to his first job in a lumber mill 
owned by his father in Kentucky, 
and spoke on the subject, “The 
Lumber Dealer in the Atomic 
World.” He urged all dealers to 
seek only a reasonable profit in 
their transactions of service to 
the public and emphasized the re- 
sponsibility of every individual in 
helping to hold down _ inflation. 
“The conditions of Peace are 
tough,” the speaker asserted, and 
urged all in the lumber industry to 
give deep thought about labor rela- 
tions and problems by illustrating 
how there was no apparent place 
sponsibility of every individual in 
in today’s setup for the “common 
man” or what formerly was classi- 
fied as common labor. 

After an invocation, the conven- 
tion was called to order Friday 
morning, and the assemblage was 





Mrs. Marie Bennet, 

Secy.-Treas., Florida 

Lumber & Millwork 
Assn. 





welcomed by Mayor Herbert A. 
Frink of Miami Beach and Tom F. 
Smith, director of Miami Beach’s 
convention bureau. Response was 
made by Past-President A. L. 
Combs of Gainesville, followed by 
President Tylander’s semi-annual 
message, a report of the previous 
evening’s meeting of the Board of 
Directors, then Secretary-Treas- 
urer Mrs. Marie Bennett made her 
reports. A new roster of member- 
ship published as of July 1, 1945, 
shows 186 active members and 65 
associate members. 

The Board of Directors voted to 
hold the 1946 annual convention 
meetings in the city of Orlando, 
Florida, on March 28 and 29, and 
it was decided that the pre-war cus- 
tom of having exhibits would be 
resumed at that time. 

“Florida in Post War Years” 
was the subject of an address by 
Florida’s former governor, Hon. 
Spessard L. Holland. Quoting fig- 
ures to show that from 1930 to 
1945 Florida has been the fastest 
growing state in population in the 
United States, and pointing out 
that the building programs of 
neither state institutions and build- 
ings, nor home building, had been 
heavy enough to keep up with the 
growth and need, the speaker pre- 
dicted a tremendous boom in the 
construction of homes, roads and 
public institutions throughout the 
state. “Due to our natural re- 
sources and opportunities, Florida 
should become the greatest state in 
the nation outside of the big indus- 
trial centers within the next 20 
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years” was another prediction of 
the ex-governor. 


Ball Gives 4-Point Program 


Introduced as the Secretary of 
the Louisiana Building Material 
Dealers’ Association, but speaking 
more in his official capacity as 
Chairman of the Secretaries’ Con- 
ference of the National Retail 
Lumber Dealers Association, R. 
Needham Ball told the dealers of 
the “Four-Point Program” spon- 
sored by the National in their in- 
terests. (1) The Home Planning 
Institute being the vehicle through 
which public relations are carried 
on for the dealers with the consum- 
ers; (2) An advertising mat serv- 
ice for the dealer’s use and con- 
venience in increasing the efficiency 
of local advertising; (3) The Home 
Magazine that will resume early in 
1946 with a distribution of 350,000 
copies, 16 pages of consumer infor- 
mation over local dealer’s name, to 
be published six times annually; 
(4) University Training Courses 
for the training of personnel for 
yard work, inside and outside 
sales. Mr. Ball urged the dealers 
not to minimize the future effects 
of Community Pricing and the new 
Wagner-Ellender-Taft housing bill 
recently introduced in Congress. 

Secretary Ball also brought a re- 
port to the Florida dealers on the 
work being done by NRLDA on a 
publicity campaign to help build 
goodwill for dealers in all sections 
of the country, making their places 
of business “Building Headquar- 
ters for Information — Services — 
Materials”; how the National is ex- 
ploring the idea of radio programs 
to be used locally by dealers; how 
research is being conducted on 
what and where is the competition, 
what the manufacturers are doing 
and going to do, on Cooperatives, 
on package selling, cash and carry 
business, on yard and equipment 
planning — with the results of all 
research work being made available 
to all dealer-members through their 
state and regional associations. 

After a_ blackboard-illustrated 
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Western Wholesalers 
are Watching 
Conditions Closely 


Western Woods continue scarce. 
The operating level of the mills is 
far below normal. Lack of man- 
power is the major problem and 
no immediate change for the bet- 
ter appears in sight. 


Customers over the country can 
depend on it that Western Whole- 
salers on this page are keeping in 
close touch with the situation — 
and as soon as they can get in- 
creased supplies for shipment, 
they'll be right on the job ready 
to render improved service. 





Morrill & Sturgeon Caorsturd) 
Lumber Co. The Mark of Qndity 
Yeon Bidg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 


564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 

(Sawmill: 


CARL SODERBERG Pine Products 
LUMBER COMPANY Site” ‘ored 
Maniufacturare and Whalecslare Went 


PACIFIC LUMBER & SHIPPING CO. 
White Bidg., Seattle 1, Wash. 


Piling, Round Timbers and Lumber. 
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explanation of the Home-Ola Plan 
of Popular Priced Housing For 
Lumbermen by R. J. Willis of Chi- 
cago, with an explanation that the 
Home-Ola plan could not be ready 
for introduction into Florida until 
1947 due to the 12,000 homes to be 
constructed for the West Coast 
during 1946, the morning session 
was followed by an elaborate buffet 
luncheon. 


Addressed By A.I.A. Member 

The afternoon session included 
an explanation of the “Disposal of 
Surplus War Materials” by Leroy 
R. Frank, acting supervisor of sales 
section, Reconstruction Finance 
Corporation, Jacksonville district 
office, with a period of questions 
from the floor, followed by a talk on 
“Yard Equipment Planning” by 
Donovan Dean, member of the 
American Institute of Architects 
from Lakeland and Orlando. 

At a well-attended breakfast 
meeting of the Old Timers’ Club on 
Saturday morning, it was voted to 
have the history of the Florida As- 
sociation brought up to date, and a 
committee of Frank Traynor, Ben 
Wand, C. T. Parsons and James F. 
Mack was appointed for this pur- 
pose. The first 20 years of activity 
of the association was published in 
pamphlet form five years ago, and 
it is hoped this can be brought up 
to date in time for distribution at 
the annual meeting next March. 


Two Talks Close Meeting 

At the concluding Saturday open 
session, immediate past-president 
Lucien L. Renuart of Miami pre- 
sided in an hour’s open forum on 
the subjects of Community Pricing, 
the Wagner-Ellender-Taft Housing 
Bill, the OPA Plan for Control of 
Construction Costs, and the Private 
Industry Bill. This forum was pre- 
ceded by a report by Mr. Renuart 
on the recent meeting of the South- 
eastern Conference (comprising 10 
states) held in Atlanta, Georgia. 

R. Carl Slack, of the A. H. Ram- 
sey & Sons, Inc., Miami, gave the 
dealers an interesting and informa- 
tive talk on the “Flying Wedge” 
type of selling and emphasized the 
need for more and better depart- 
mentalizing of dealer yards and 
stores, and the advantages to be 
gained through better training of 
countermen and other personnel 
that meet the public for the deal- 
ers. This talk was followed by one 
given by H. J. White, Tampa, Dis- 
trict Manager of the Allied Build- 
ing Credits, Inc., on “Title 1 
Financing.” 

The resolutions committee under 


the chairmanship of Forace F. Hol- 
land of Panama City offered ap- 
propriate resolution on the July 
15th death of past-president W. F. 
Sneed of Lakeland. A _ resolution 
condemning some of the practices 
of the Office of Price Administra- 
tion was amended so that it first 
would be referred to the industry’s 
advisory commitee of OPA for ap- 
proval before being sent to each 
Florida senator and congressman in 
Washington. 

The entertainment features ar- 
ranged by the convention commit- 
tee, under the chairmanship of 
Harry L. Lawson of Miami in- 
cluded a delightful afternoon boat- 
ride for the visiting ladies, a night 
football game in the Orange Bowl 
between Miami University and 
North Carolina State, and week-end 
golf and other recreational facil- 
ities. 

War Veterans’ Industrial 
Apprentice Training 

(Continued from Page 23) 
present war (not including ASTP 
or Navy College program). No 
course of education or training 
shall exceed four years. 

“Types of Courses: You may se- 
lect your own course at any educa- 
tional institution or establishment 
which accepts you as qualified to 
undertake them, provided the insti- 
tution is on the list approved by 
the Veterans’ Administration. 

“Types of educational institution: 
Public or private, elementary, sec- 
ondary or other schools furnishing 
education for adults; business 
schools and colleges; scientific and 
technical institutions; colleges, vo- 
cational schools, junior colleges, 
teachers’ colleges, normal schools, 
professional schools, universities, 
and other educational and training 
institutions, including industrial es- 
tablishments providing apprentice 
or other training on the job.” 

A detailed outline of financial as- 
sistance the Veterans’ Administra- 
tion offers veterans in training is 
also contained in the booklet which 
is titled: “Your Rights and Bene- 
fits—A Handy Guide for Veterans 
of the Armed Forces and Their De- 
pendents.” Copies of this booklet 
are available at all Veterans’ Ad- 
ministration offices. Complete de- 
tails on the veterans apprenticeship 
training program, however, are not 
given in the booklet. Employers 
wishing to offer apprenticeship 
training to veterans, or veterans de- 
siring to take advantage of the ap- 
prenticeship training program can 
get details from their nearest U. S. 
Veterans’ Administration office. 
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Better lrucks 








“Ninety of our 100 trucks are Fords 


.-.. they give better service!”’ 


Thousands of sturdy Ford Trucks 
are hauling timber, sawn lumber 
and wood in all its many com- 
mercial forms .. . and hauling it 
at a profit for well-satisfied oper- 
ators. In the pulpwood industry, 
tough trails and substantial loads 
are usual. Mr. A. H. Bryson of 
Gibson Paperwood Co., Talla- 
hassee, Fla., operating some hun- 
dred Ford Trucks, writes: 


‘“‘We have hauled over one million 
cords of pulpwood in Florida alone, 





FORD TRUCKS 


MORE FORD TRUCKS ON THE ROAD ¢ ON MORE JOBS e 


with Ford Trucks, and we believe 
they are the best for our work, 
regardless of price. They give better 
service—and repairs are easier to 
get when needed than for any other 
make of truck we have used.”’ 


New Ford Trucks are being built, 
and are available now in the more 
popular models. They’re the best 
in Ford history—better perform- 
ing, more enduring, more eco- 
nomical. Order your new ones 
now, for earliest delivery. 
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or YOUR 
Business! 





ADVANCED ENGINEERING 
IN NEW FORD TRUCKS 


More Economy and Endurance 
Easier Servicing 


A STILL GREATER 100 HP V-8 ENGINE with 
NEW FORD steel-cored Silvaloy rod bear- 
ings, more enduring than ever in severe 
service ¢ NEWaluminum alloy cam-ground 
4-ring pist for oil ec y ¢ BIGGER, 
more efficient oil pump and IMPROVED 
rear bearing oil seal « NEW longer-lived 
valve springs « NEW improvements in 
cooling « NEW efficiency in ignition ¢ In 
carburetion ¢ inlubrication « in ease and 
economy of servicing operations « And 
available in all truck chassis except C.O.E. 
units—the rugged, thrifty 90 HP FORD 
SIX-CYLINDER ENGINE, with many impor- 
tant advancements. 


FORD CHASSIS ADVANTAGES: Easy 
accessibility for low-cost maintenance ¢« 
Universal service facilities « Tough, forged 
front axles ¢ Extra-sturdy rear axles with 
pinion straddle-mounted on 3 large roller 
bearings, %4-floating type in light duty 
units, full-floating in all others « 3 axle 
ratios available (2 in 1-ton unit) ¢ 2-speed 
axle available in heavy duty units at 
extra cost ¢ Powerful hydraulic brakes, 
large drums, cast braking surfaces 
Rugged 4-speed transmission with NEW 
internal reverse lock optional at extra cost 
on light duty units, standard on all others. 








FOR MORE GOOD REASONS 
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WILL CO-OPS 
BE TAXED? 


Treasury reports big business without taxes, 
and private enterprise asks for equitable 
taxation for all competitive businesses. 


ILLIONS OF DOLLARS of 

untaxed business earnings 
are disclosed by the long-awaited 
U. S. Treasury analysis of financial 
returns filed by corporations and 
organizations exempt from Fed- 
eral income tax under Section 101 
of the Internal Revenue Code. 


Even though the figures are in- 
complete, as admitted by the 
Bureau of Internal Revenue, they 
clearly indicate that taxation of 
the business volume that is now 
escaping would give present tax- 
payers five percent more relief than 
they will receive under the recently 
passed tax-reduction bill. 


Farm cooperatives reported only 
$3 billion of income—obviously an 
inadequate figure according to the 
National Tax Equality Association, 
since their volume for 1943-44, 
as published by the Farm Credit 
Administration, was $5,160 million, 
not including wholesale and manu- 
facturing volume which would be 
reported by taxpaying corporations. 

Untaxed income from business 
activities, shown in the Treasury 
statement, amounted to $4,033 mil- 
lion. Total reported by all tax- 
exempts, $6,159 million, is about 
10 percent of receipts of corpora- 
tions doing similar business, as re- 
ported in 1942. 


The Treasury report is now in 
the hands of Congressional Joint 
Committee tax experts, who might 
use it as the basis of recommenda- 
tions to curtail the tax-free expan- 
sion of co-ops and other competi- 
tors of taxpaying business, and to 
capture for the Treasury hundreds 
of millions in revenue that is now 
escaping. 

Not included in the report is any 
statement of income of Government 
corporations, municipally owned 
utilities, religious, educational, 
charitable and fraternal organiza- 
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tions, which were not required to 
file returns. 

Also unreported is the income of 
consumer co-ops, which are not 
exempt under Section 101, but 
avoid taxation by other methods; 
and the income of nonexempt farm- 
er cooperatives, which pay a small 
amount of Federal income tax on 
earnings distributed as interest or 
dividends on stock, and have not 
registered under Section 101. 

According to NTEA these non- 
exempt farmer co-ops are about 50 
percent of the total number of 
farmer cooperatives, and include 
some of the biggest in point of 
business. If they had been in- 
cluded in the Treasury report, the 
total of co-op income available for 
Federal taxation would have been 
disclosed as vastly greater. 

Labor unions surprisingly 
showed only $14 million income 
from business activities — 3.3 per- 
cent of the reported total of $418 
million. Balance of income was de- 
rived from dues, assessments, divi- 
dends, rents, etc. Salaries and other 
operating expenses amounted to 
$189 million, or 54.6 percent. It is 
believed that many big unions 
failed to report, since Bureau of 
Internal Revenue made no effort to 
force compliance with the law. 

Reports were received from 5,223 
farm co-ops. Of these, 18.6 percent, 
representing less than 0.5 percent 
of income, came from co-ops with 
less than $25,000 a year; 24 per- 
cent of returns and 2.8 percent of 
income from co-ops doing $25,000 
to $100,000 a year; 24 percent of 
returns and 7.8 percent of income 
from co-ops doing $100,000 to 
$250,000 a year; 33 percent of re- 
turns and 89 percent of income 
from co-ops doing more than $250,- 
000 a year. The growing dominance 
of big business co-ops is evident. 

Of the $3,021 million gross re- 


ceipts reported by co-ops, $2,991 
million, or 99 percent, came from 
business activities. Disbursements 
amounted to $2,985 million, re- 
ported as follows: Cost of goods, 
83.4 percent; wages and salaries, 
4.4 percent; compensation of offi- 
cers, 0.2 percent; other operating 
expenditures 6.7 percent; non- 
patronage dividends, 0.4 percent; 
patronage dividends 4.6 percent. 

Co-ops filed 2,909 balance sheets, 
showing $489 million total assets, 
with 32.2 percent in inventories; 
15.2 percent in cash; 19.7 percent 
in receivables; 21.3 percent in land, 
buildings and equipment; 18.4 per- 
cent in loans and investments; 2.6 
percent in other assets. 


Liabilities reported 35.6 percent 
in capital stock; 5.4 percent in sur- 
plus and undivided profits. 


“Inadequate as these figures are,” 
said Ben C. McCabe, president of 
the National Tax Equality Associa- 
tion, “they easily demonstrate to 
Congress and the Treasury that 
businessmen have been quite cor- 
rect in pointing out the great 
growth of tax-exempt business and 
the unfairness of the competition 
they present to all taxpaying busi- 
nesses. 


“Taxpaying businessmen, who 
have been suffering from the unfair 
competition of the co-ops, Govern- 
ment corporations and others, are 
asking Congress to take advantage 
of this opportunity to reduce the 
tax burden again. 


“The co-ops are competing in 
practically all lines of business. 
They are expanding their opera- 
tions out of war-swollen tax-free 
accumulations. They have ample 
ability to pay Federal income taxes 
on all earnings, regardless of what 
they choose to call those earnings. 
Tax equality is the crying need — 
right now.” 
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Courageous Action Will Lick 
Building Material Shortages 


CPA has recently replaced 
WPB. Here are excerpts from 
an address given by John D. 
Small, CPA administrator, be- 
fore a building products execu- 
tives conference. 


IF THE PEACETIME objectives 

of full production and full em- 
ployment are to be attained, ob- 
stacles in the way of unhampered 
expansion in the construction field 
must be removed. It has been said, 
and rightly I think, that “inactivity 
in construction is synonymous with 
depression.” 

Construction and its pipe-line in- 
dustries provide millions of jobs. In 
1942 the volume of construction 
reached a peak of nearly 13 billion 
dollars and gave employment to 
about 2,200,000 workers. An addi- 
tional 2144 million workers were 
needed to provide materials used 
for this construction program—in 
mines, forests and sawmills, and in 
factories making construction ma- 
terials and components. 

With major facilities for war 
production built, and cantonments, 
war housing and other war con- 
struction needs met, construction 
had to be held in check during the 
remaining years of the war. This 
was essential to conserve materials 
and manpower. But in 1946, our 
first peacetime year, construction 
will expand. New construction, 
both public and private, is expect- 
ed to amount to at least 61% billion 
dollars. This is expected to provide 
about one million jobs, not counting 
those in the pipe-line industries. 


Materials Shortages 

The construction order, L-41, was 
relaxed soon after V-E Day, and 
further relaxed through successive 
amendments as materials and man- 
power became available. But even 
with its complete removal on Oc- 
tober 15, all is not smooth sailing 
yet in the construction industry. 

Practically every city in the coun- 
try is suffering from a housing 
shortage. The number of dwelling 
units needed during the next ten 
years is estimated to be as high as 
12,500,000. That is an average of 
1,250,000 a year. This number 


CPA Administrator faces tough job of breaking production 
bottlenecks and stimulating revival of the construction industry. 


would be required to take care of 
returned veterans, newly  estab- 
lished families, those now doubling 
up with others, and to replace one- 
half of our present substandard 
dwellings. The 1946 minimum pro- 
gram will attempt to assure at least 
$1,675,000,000 worth of housing. It 
is estimated that this would pro- 
vide for the construction of some- 
what more than 400,000 family 
dwelling units in 1946, approxi- 
mately double the number to be 
completed this year. Of $1,675,- 
000,000 worth of housing, $1,526,- 
000,000 is expected to be provided 
by private activity. 

Wages and pricing, the principal 
obstacles to increasing production 
of scarce building materials, are 
not within the jurisdiction of WPB 
or its successor, CPA. We are, 
however, working with other agen- 
cies on these matters. Meanwhile, 
we are taking steps to increase pro- 
duction through priorities and oth- 
er assistance in obtaining materials 
and equipment. 


Surplus Properties 

One potential source of building 
materials is the surplus property 
now being disposed of by the Gov- 
ernment. The actual sale of sur- 
plus property is outside of the jur- 
isdiction of CPA. However, we 
keep an eagle eye on what is offered 
for sale, to see if the lists include 
bottleneck items that the construc- 
tion industry needs. We advocate 
tapping this source of supply be- 
fore we give other expediting as- 
sistance. 

Over-all control of surplus prop- 
erty is in the hands of the Sur- 
plus Property Administration, the 
policy-making agency. Actual sale 
is handled by RFC, NHA, Agricul- 
ture and other agencies, depending 
on what the items are. Lumber, 
hardware, and other building ma- 
terials are handled through the re- 
gional offices of RFC. Lists are is- 
sued and items are sold either at 
fixed prices or are negotiated prices. 
It should be pointed out, however, 
that certain types of buyers have 
first chance at the surpluses—the 
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Federal Government, State and lo- 
cal governments, public institutions, 
hospitals, veterans, and so on. The 
quantities thus far declared surplus 
are extremely small. 


CPA Program 
It may be of value at this point 
to clarify the transition from WPB 
to CPA. The CPA has taken over 
the functions and powers of WPB. 
We will continue WPB’s general 
policy of lifting controls as rapidly 
as possible, and we will liquidate 
CPA when the need for reconver- 
sion controls cease to exist. We 
will do our utmost to hasten the 
coming of the day when OPA can 
bow out of the picture. 
Until then, we will carry out the 
following six-point program: 
1) Expand production of ma- 
terials in short supply. 


2) Limit manufacture of prod- 
ucts for which materials or facili- 
ties are inadequate. 


8) Control inventories to avoid 
speculative hoarding and _ unbal- 
anced distribution. 


4) Grant priorities assistance to 
break bottlenecks retarding produc- 
tion. 


5) Facilitate relief and other es- 
sential export programs. 


6) Allocate scarce materials and 
facilities necessary for production 
of essential low-priced items. 


Production Bottlenecks 


A brief review of the critically 
scarce building materials already 
enumerated will show clearly the 
immediate and specific problems. 

Cast iron soil pipe: In 1941, 52 
foundries produced 565,000 tons of 
cast iron soil pipe. By 1944, shut- 
downs had reduced the number of 
plants to 32, with an output of 165,- 
000 tons. Production during the 
first six months of 1945 was at the 
annual rate of only 156,000 tons, 
with only 28 plants at work. To 
take care of anticipated 1946 re- 
quirements, a minimum production 
of approximately double this 1945 
rate is needed. 

The industry now employs from 
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Red Devil 0 
DIAMOND POINTS 


Here’s a big repeat item of top quality 


Diamond Points are packed in a new box which { 
prevents breaking of “sticks.” They are made H 
by an exclusive Red Devil process from espe- | 
cially hard metal, treated against corrosion. 
Come stacked in strong sticks of 100 points each 
to fit driver. 


Two SIZES 

No. 1 Diamond Points 
3/8” long for No. 1 Red 
Devil Diamond Point 
Driver. 5,000 points (50 
sticks) to a box. 

No. 2 Diamond Points 
1/2” long for No. 2 
Driver. 4,000 points (40 
sticks) to a box. 


RED DEVIL TOOLS. 
Irvington ” N. J., U.S. A, 
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PLANS Redrawn At 
Small Cost 

When your customer says, “I like that plan, 
but I'd like some changes made," send it 
to Lumberman's Plan Service. Use our per- 
sonalized plan service—on homes shown in 
American’ Lumberman—to increase your 
business and profits. Complete plans $20.00. 
(3 sets of prints.) Quick service. Terms 
cash with order. For detailed information, 


Write to 


Lumberman’s Plan Service 
120 Machin St. Peoria 5, Ill. 


8 Years of Customer Satisfaction 
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4,500 to 5,000 workers. Some 2,500 
more workers are needed. The Ten- 
nessee-Alabama area alone, where 
two-thirds of present production is 
concentrated, can use an additional 
1,500 workers. 

Price and wage increases have 
been granted in the industry. The 
most recent price increase of $3.00 
per ton was made in early Septem- 
ber. While it is as yet too early 
to estimate fully the effect of this 
increase on production, we do know 
that as a direct result of the in- 
crease five foundries have gone 
back into production and that pro- 
duction is already increasing. 

Clay products—common and face 
brick, structural tile, and clay sew- 
er pipe: A large number of plants 
are now shut down for lack of man- 
power. Plants in operation are not 
working at full capacity for the 
same reason. In July, 51 percent of 
the country’s brick plants and 16 
percent of the clay sewer pipe 
plants were shut down. On the plus 
side of the picture, a WPB survey 
of 106 shut-down plants in Septem- 
ber indicated that 89 would reopen. 
Twenty-seven of these planned to 
reopen within the next six months. 

Production of clay products has 
increased in recent months. Inven- 
tories, however, are falling and un- 
filled orders are mounting as con- 
struction activities get under way 
and make increased demands for 
these products. An OPA price in- 
crease, amounting to a 10 percent 
rise, in all regions East of the 
Rockies was granted in September. 
Reports from our field offices indi- 
cate that this has already resulted 
in some wage increases. This, to- 
gether with manpower and priori- 
ties assistance, should step-up pro- 
duction in the near future in addi- 
tion to the modest gains already 
recorded. 

Plumbing and heating equip- 
ment: Most serious’ bottleneck 
items in this group are bath tubs 
and cast iron radiation. The bath 
tub supply will improve, we think, 
and will not retard housing con- 
struction. Production of cast iron 
tubs is low, but is increasing slow- 
ly. Production of formed sheet 
steel tubs will supplement that of 
cast iron tubs but this is depen- 
dent on the supply of sheet steel, 
which was affected by the recent 
coal strike. Providing deliveries of 
sheet steel are made promptly, the 
total output of both kinds of tubs 
should be adequate to meet actual 
construction requirements by 
spring. 

As for cast iron radiation, there 


is at this moment very little produc- 
tion but it may be possible to meet 
essential requirements by early 
spring. 

Lumber: Military requirements 
for lumber declined sharply at the 
end of the war. Immediately after 
V-J Day it seemed that lumber 
would soon be in plentiful supply 
for construction and other needs, 
and that there would be an oppor- 
tunity to build up badly depleted 
stocks both at the yards and the 
mills. 

But decline in production 
throughout the country, has again 
placed lumber among the critical 
materials. Unless the situation im- 
proves promptly, it will not be pos- 
sible to build up stocks, or perhaps 
to meet all essential needs during 
the months ahead. Here as with 
other materials, manpower short- 
ages and wage and price problems 
are the main troubles. Recruitment 
of workers is difficult, we are in- 
formed. Lumber items most in de- 
mand for construction are dimen- 
sion, shop lumber for millwork, 
hardwood flooring, shingles and 
scaffold lumber. 

Gypsum lath: In pre-war years 
the proportion of production was 
about 70 percent lath and 30 per- 
cent board. Production probably 
ought to be about 50-50. 

The principal limiting factor in 
the production of both lath and 
board is the supply of gypsum pa- 
per liner. This paper is in short 
supply and is also needed by the 
paper box industry. Here again, 
pricing enters the picture. Gypsum 
lath producers, with the exception 
of one large firm, responsible for 
production of about 53 percent of 
all lath, report that they could not 
use additional supplies of gypsum 
liner for lath, unless some price in- 
creases were granted. 

Production of gypsum lath in 
1941 was 1,842,583,000 square feet. 
It is now at the annual rate of only 
525,000,000 square feet. OPA has 
been asked to grant relief to the 
inland plants. If this is done, CPA 
will divert the necessary quantities 
of gypsum paper liner to gypsum 
board and lath manufacturers, from 
the container industry. 

It is clear, I think, from this 
brief summary that shortages of 
these key building materials can be 
overcome, if the problem is attacked 
with courage in the near future. 
The various steps that must. be tak- 
en require inter-agency action. 
They are complex, and many Oppos- 
ing viewpoints must be reconciled. 
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First Break in Northwest Lumber Strike, 
Tacoma Workers Vote on Pay 


A break in the two-month long 
strike of AFL lumber workers in 
the western lumber producing 
states of Oregon, Washington, 
Idaho, northern California, and 
Montana came Nov. 26 when union 
policy committee recommended ac- 
ceptance of a 15 cents an hour in- 
crease in the Tacoma area. 

It appeared likely, union repre- 
sentatives said, that the Tacoma 
agreement would set the pattern 
for negotiation throughout the 
northwest. 

The union had demanded 20 
cents an hour and the operators 
had offered 12% cents. 

Some 60,000 workmen, including 
sawmill, woodworking plant and 
logging camp workers, have been 
on strike since Sept. 24, shutting 
off about 40 percent of the produc- 
tion in the region. 

John Christenson, strike commit- 
tee chairman, said the agreement 
establishes a $1.05 minimum, a 


compromise from the union’s orig- 
inal $1.10 demands. 

Christenson said the agreement 
calls for no strike or lockout for a 
one-year period from effective date 
of the terms which go into effect on 
reopening of the strike bound mills. 
He said, however, the terms allow 
for reopening of the wage question 
upon 30 days notice prior to Apr. 
1, 1946. 

The strike grew out of a meet- 
ing between union officials and em- 
ployers’ representatives before a 
panel of Department of Labor con- 
ciliators when disagreement arose 
over demands of the union to nego- 
tiate on an industry-wide basis. 
Employers were not set up at that 
time to negotiate on that basis be- 
cause there was no organization 
representing all districts and 
groups of industries, plus the fact 
that different wage schedules pre- 
vail in various districts. 





Special Priority Assistance 
Granted to Lumber Producers 

To increase the production of 
lumber, a key item in the postwar 
expansion of construction, the Ci- 
vilian Production Administration 
extended special priorities assist- 
ance to producers of lumber and 
logs. 

Direction 5 to Priorities Regula- 
tion 28 classified lumber as a crit- 
ical product, pointing out that sup- 
plies are “substantially less than 
present and anticipated require- 
ments, and this shortage is so seri- 
ous as to threaten the required ex- 
pansion in construction.” 

The action entitles lumber to re- 
ceive particular emphasis in assign- 
ment of CC ratings under para- 
graph (d) (1) (iii) of Priorities 
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Regulation 28. These ratings may 
be given to log and lumber produc- 
ers to replace machinery and equip- 
ment which is in imminent danger 
of breakdown or to obtain con- 
struction materials and new capital 
equipment that will result in a sub- 
stantial increase in production, ex- 
cept in areas where existing facili- 
ties are sufficient to handle 
available timber. The ratings also 
may be given for maintenance, re- 
pair and operating supplies when 
the producer demonstrates that he 
is unable to obtain the needed 
items- without priorities assist 
ance. 

Other construction materials 
which have been given similar as- 
sistance are clay building products 
and cast iron soil pipe. 


Douglas Plywood Retailers, 
Buying from Distribution 
Yards, May Raise Prices 


Retailers who purchase Douglas 
fir and other minor species of ply- 
wood from distribution plants have 
been authorized by the Office of 
Price Administration to increase 
their maximum prices by 7% per- 
cent, beginning Nov. 24. 

Previously, the markups for re- 
tailers purchasing from distribut- 
ing plants were the same as for 
those purchasing on _ direct-mill 
shipments. 

OPA also announced that region- 
al administrators are authorized to 
increase the dollar-and-cent ceilings 
of retailers who buy from a ply- 
wood distribution plant by the 
amount of the actual freight that 
is in excess of 45 cents per 100 
pounds. 

Previously, retail sellers had to 
absorb all freight charges outside 
the jobbers’ free delivery zone. 

Regional administrators are also 
authorized to establish dollar-and- 
cent ceilings on a square foot basis 
for plywood in sales of less than 
1000 square feet and to adjust 
these prices to the nearest 1% of a 
cent per square foot of plywood. 


- Limit Lines on Which Custom 


Cutting Charges May Be Made 


A limitation on the number of 
lines of ripping or resawing of 
Western softwood lumber on which 
custom mills may charge estab- 
lished dollar-and-cent ceilings has 
been announced by the Office of 
Price Administration. 

This action, effective Nov. 20, 
limits sales by custom mills of 
these services for which established 
dollar-and-cent ceilings may be 
charged to not more than three 
lines of 6/4 inch or thinner stock 
or a combination of 8/4 inch and 
6/4 inch or thinner stock, and not 
more than two lines of ripping and 
resawing in thicker stock. 

The action provides exemption to 
the limitation when government 
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Walk into this Eastern dealer’s store (name on request) and you 
can’t help seeing KIMSUL. He is capitalizing on the eye-appeal of 
the KIMSUL package—to such an extent that sales have already 
totaled a quarter million square feet. One window display alone 





helped sell 23,600 sq. ft. of KIMSUL in 9 days. KIMSUL can be 
Smartly packaged KIMSUL is ideal for effective, sales producing a money-maker for you 

displays. Unlike loose, bulk insulations, the KIMsUL package is Millions of advertising messages in lead- 

clean, trimly tailored, light, compact. In this display alone is suf- ing magazines are telling the KMsUL story 


this year—pre-selling your customers on 
insulating with KIMSUL. Cash in on those 
messages now when home owners are 
most conscious of the need for insulation. 
Tested display material, merchandising 
Ceeecccecvccere helps, mats for local advertising —avail- “Aidit 

i. able to all Kimsut dealers without 
a oun ee cost—will help send your KIMSUL 


WASNLBNOS Kimberly ernie 4 for details to the near- 


Clark est KIMSUL distributor or to Kimberly- 
Clark Corporation, Neenah, Wis. 


ficient KIMSUL to provide insulation for three average homes. 
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*KIMSUL (trade-mark) means Kimberly-Clark Insulation 
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agencies request milling services on 
lumber held in inventory on the 
effective date of this amendment 
and for purchasers requesting pre- 
cision resawing to a thickness of 
3, inches or less. In these cases, 
custom mills may apply to OPA for 
permission to charge for more 
lines. 

OPA pointed out custom mills 
may charge back excess lines to 
producing mills if mutually satis- 
factory, but costs for this work 
cannot be passed on to the cus- 
tomer. 

The current action also provides 


that ripping and resawing must be 
charged for on the basis of the size 
of the stock that is actually ripped 
or resawn, instead of on the basis 
of the original size and footage as 
formerly. 


Study Suggested to Determine 
Future Public Housing Needs 


Before reaching a decision on 
pending public housing legislation, 
Congress should make provision for 
a thorough study to determine the 
probable number of families which 
will need public assistance in hous- 
ing in an active peacetime econ- 





dustrial items. 





It Takes Good Logs 
to Make Good Lumber 





A-Y Quality has always been based on two things— 
quality in the log and painstaking care in manufac- 
ture. As soon as we can build up an inventory, we 
expect to resume our pre-war service in Ponderosa 
Pine yard stock, factory lumber, mouldings and in- 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 





Prineville, Oregon 
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omy, L. C. Hart, president, Pro- 
ducers’ council, stated recently. 

“Plans for extending housing 
aid obviously should not be based 
either on conditions which pre- 
vailed during the postwar depres- 
sion years or on the temporary need 
which may exist during the re- 
mainder of the reconversion pe- 
riod,” Hart said. 

“To. the contrary, any public 
housing legislation adopted at this 
time should be intended to meet the 
need existing in the period starting 
eighteen months or two years from 
now. Inasmuch as an economy of 
virtually full employment is antici- 
pated at that time, it seems logical 
to assume that there may be rela- 
tively few families unable to meet 
their housing needs without public 
assistance during that period. 

“If a case study confirms this 
assumption, there will be no need 
to set up a large and costly program 
of public housing assistance so long 
as that condition continues. 

“Moreover, a competent study of 
the public housing requirements of 
low income families may show that 
the major part of the need will be 
centered in relatively few com- 
munities where it can best be met 
with local funds administered by 
qualified local citizens. 

“In addition it is entirely pos- 
sible that the relatively large 
amount of public housing built be- 
fore the war may be sufficient for 
all families requiring public as- 
sistance. If not, there will be a 
large number of sound, existing 
homes that will gradually become 
available when private residential 
construction is revived, starting 
early next year, and millions of new 
housing units are provided in the 
next decade. 

“A study of the kind suggested 
could be made jointly under Con- 
gressional direction by economists 
now in government service and by 
individuals familiar with the fu- 
ture plans and employment possi- 
bilities of private business.” 


Need Stressed for Homes 
In Moderate-Priced Group 


The need for building homes in 
the moderate-price group, costing 
from $4,000 to $6,000 was stressed 
by Raymond M. Foley, commis- 
sioner, Federal Housing adminis- 
tration, before a meeting of bank- 
ers, builders, lumber merchants, 
labor union heads and others in 
Denver, Colo., recently. 

“The people of America are look- 
ing to the private building industry 
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An 
INTEGRATED 
INDUSTRY 


For Processing and Marketing the 
Lumber Products of the Pacific Northwest 


Ponderosa Pine 
Fir and Larch 


Timber Owners 
Loggers 
Lumber Manufacturers 


Millwork and 
Box Manufacturers 


Jobbers 
Assembly Plants 


The 
DIXO 
INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


Spokane 


Including the following: 


Western Pine Manufacturing Co. 
Spokane, Washington 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 


Western Lumber Products Co. 
La Porte, Indiana 


Western Pine Assn. @ National Door Mfrs. Assn. 
Ponderosa Pine Woodwork @ National Wooden Box Assn. 

















PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you oan furnish any of the follow- 
img (or anything else) write or wire me. 


1 or more cars 4/4" & thicker, but 
mostly 4/4’ Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow. Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating, etc., grades also. ED or AD, 
Rough or surfaced. Can use RW4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 











for performance of a colossal task, 
the biggest in the history of the in- 
dustry—that of supplying the vast 
accumulated need of housing 
throughout America. Private build- 
ing enterprise has just completed a 
task of which it is justly proud, 
provision under difficult wartime 
conditions of over one-half million 
permanent houses for essential war 
workers. 

“T believe private building enter- 
prise has never before faced a situ- 
ation so fraught with both oppor- 
tunity and danger to itself—be- 
cause its successful performance 











problem. Write today. 


If you are interested in kiln drying 
and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 





Inman-Poulsen Lbr. Co. Adds New 
Moore Cross-Circulation Kilns 
In Plant Improvement Program 


Operating one of the oldest mills in Portland, Ore., 
Inman-Poulsen Lumber Co. recently installed two mod- 
ern Moore Cross-Circulation Kilns, with a drying ca- 
pacity of 50,000 feet of lumber per day. 


Lumber carriers transport stickered unit packages to 
the loading area, where the kiln loads are built up in 
unit packages, loading six units to the kiln truck. 


Let the Moore Kiln-Engineer show how the Moore 
Cross-Circulation System will help solve your drying 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns amd Veneer Dryers 





JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 
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will mean so much advancement for 
America, and its failure to perform 
adequately would mean such a dis- 
astrous setback for the American 
standard of living. 

“It becomes the duty, therefore, 
of private enterprise so to engineer 
this undertaking that it will be 
possible of fulfillment. That means 
it must be launched as soon as pos- 
sible on a scale such as can continue 
to grow healthily over a period of 
years—presenting a product that 
meets the public needs and the 
public purse.” 


Scheduled Convention Dates 


Jan. 9, 10—Carolina Lumber & 
Building Supply association, Co- 
lumbia, S. C., Jefferson hotel. 

Jan. 15, 16, 17—Middle Atlantic 
Lumbermen’s association, Atlan- 
tic City, Claridge hotel. 

Jan. 17, 18—Northwestern Lumber- 
men’s association, Minneapolis, 
Radisson Hotel. 

Jan. 15, 16, 17—Kentucky Retail 
Lumber Dealers association, 
Louisville, Ky., Brown hotel. 

Jan. 21, 22, 23—Northeastern Re- 
tail Lumbermen’s association, 
New York, Pennsylvania hotel. 

Jan. 23, 24, 25—Southwestern 
Lumbermen’s association, Kansas 
City, Mo., Municipal auditorium. 

Jan. 28, 29—Nebraska Lumber 
Merchants association, Omaha, 
Municipal Auditorium. 

Jan. 29, 30, 31—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel. 

Feb. 8, 4, 5—West Virginia Lumber 
Dealers association, Charleston, 
Daniel Boone hotel. 

Feb. 4, 5—Mountain States Lumber 
Dealers association, Denver, 
Colo., Shirley-Savoy hotel. 

Feb. 5, 6, 7—Michigan Retail Lum- 
ber Dealers association, Grand 
Rapids, Pantlind hotel. 

Feb. 6, 7—Lumber Dealers Asso- 
ciation of Western Pennsylvania, 
Pittsburgh, William Penn hotel. 

Feb. 7, 8—Iowa Lumber & Building 
Materials association, Des 
Moines, Fort Des Moines hotel. 

Feb. 11, 12 — Tennessee Lumber, 
Millwork & Supply Dealers, Chat- 
tanooga, Patten Hotel. 

Feb. 12, 13, 14—Illinois Lumber & 
Material Dealers association, 
Chicago, Sherman hotel. 

Feb. 19, 20, 21—Wisconsin Retail 
Lumbermen’s association, Mil- 
waukee, auditorium. 

Feb. 21, 22—Virginia Building Ma- 


AMERICAN LUMBERMAN, November 24, 1945 




















in a Pe 


'0- 


ic 


r= 
iS, 


n, 


‘il 
1- 























Within his heavily protected in- 





closure the headsawyer controls 





the carriage as it conveys the log 






back and forth past the saw. 






From this vantage point he can see 






the entire log. He knows lumber 






grades and can tell at a glance 






what the next cut will produce. His 






signal tells the setter on the car- 






riage how thick to make the next 






cut. 






Our headsawyers have had years 






of training before becoming saw- 






yers and are proud of the fact that 






they have been sawing ten, twenty, 






even thirty or more years for Neils. 






This experience and pride in their 






work help maintain Neils’ quality. 







No. 29 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association Libby, Montene 
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A MARGIN BEYOND THE CALL OF NORMAL SERVICE 


@ By placing quality first in importance, 
merchants, will be remembered favorably by 
their product users who have been obliged to 
“make things do.”’ 

In Wickwire products quality is inherent— 
allowing for a margin beyond so-called ‘‘Stand- 
ard Practice.” 

Rigid and undivided control of all phases of 
manufacture—in one group of mills—from 
scientific selection of raw materials to the 
weaving and coating operations—gives to every 

Cortland product a long life and a useful one. 

It will pay you to remember this fact when 
we again are able to ship you all the wire screen 
cloth, hardware cloth and netting you desire to 
buy. 


WICKWIRE BROTHERS, INC. 


CORTLAND, NEW YORK 


Cortland Brands 


WIRE - SCREEN WIRE CLOTH-POULTRY NETTING- NAILS 
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terial association, Roanoke, Ro- 
anoke hotel. 


March 5, 6, 7—Indiana Lumber & 
Builders Supply association, In- 
dianapolis, Murat temple. 


March 6, 7—South Dakota Retail 
Lumbermen’s association, Sioux 
Falls. 


March 7, 8 — Mississippi Retail 
Lumber Dealers association, 
Jackson, Heidelberg hotel. 


March 7, 8, 9—lIntermountain 


Lumber Dealers association, Salt 
Lake City. 

March 12, 18—North Dakota Re- 
tail Lumbermen’s association, 
Fargo, City auditorium. 

March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Roosevelt hotel. 

March 20, 21—New Jersey Lum- 
bermens association, Atlantic 


City. 
April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 


Pleasure Pier. 
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ALL TYPES .- ALL GRADES 
Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet 
CAR and CARGO -- WHOLESALE ONLY 
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PATRICK LUMBER CO. 


Terminal Sales Building, Portland, Oregon 





COVERS AND 
TARPAULINS 


PROTECT VALUABLE 
SUPPLIES 





Military supplies, men and material in transit and at terminals are 
being protected from all sorts of weather with Fultex and Shuredry 
covers, tents and tarpaulins. To get there and get there in good condi- 
tion is imperative. Fultex and Shuredry covers are giving a good ac- 
count of themselves. They are proving again and again that they give 
dependable protection. We are also makers of Back Bands, Cotton 
Twine, Truck Covers, Tents and other Canvas items. 


Write Dept. A L for interesting dealer proposition 


Fulton Bag & Cotton Mills 


Manufacturers 


ATLANTA 
NEW YORK 


ST. LOUIS 
NEW ORLEANS 
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DENVER 


since 1870 


DALLAS MINNEAPOLIS 


KANSAS CITY, KAN. 








Hardwood Plywood Price 
Change Defined by OPA 


Hardwood plywood manufactur- 
ers no longer will be permitted to 
make additions to maximum prices 
for lumber cores edge-glued from 
strips less than 34% inches wide, 
except for what is known as “stave” 
construction, the Office of Price Ad- 
ministration has announced. 

Since last December, plywood 
manufacturers have been permitted 
to make additions to their lumber 
core panel prices of $22.50 per 1000 
surface feet in the South (zone 1) 
and $29 per 1000 surface feet in the 
Ohio valley and the North (zones 
2 and 3) when edge-glued strips 
less than 314 inches wide construc- 
tion was specifically requested by 
the buyer. 

Hardwood plywood is defined in 
the regulation as any assembly of 
veneer, fiber board, paper or other 
pulp board and any other material 
in which at least one ply is of any 
hardwood species of veneer. 


Increase Ceiling on Walnut 
To Permit 1936 Profit Rate 


An increase in the ceiling prices 
for walnut lumber, designed to per- 
mit the industry its 1936-1939 rate 
of profits was announced by the 
Office of Price Administration last 
week, effective Nov. 23. 

The increase is 24 percent over 
present prices, and is the minimum 
required in the light of increased 
costs to restore 1939-1939 profit 
levels for producers. 


FHA Expands Program, Will 
Insure Country Home Loans 


Expanding its facilities still fur- 
ther, the Federal Housing adminis- 
tration has added a new feature to 
its program—country homes. Com- 
missioner Raymond M. Foley has 
notified more than 13,000 banks, 
savings and loan associations and 
other approved lending institutions 
that the FHA stands ready to in- 
sure financing of low priced homes 
located on small plots of land ad- 
jacent to the suburban areas sur- 
rounding cities. 

In his letter to the lending insti- 
tutions, Mr. Foley said the FHA 
proposes, insofar as is practicable 
and in keeping with the mandates 
of the National Housing act, to 
broaden its operations in order to 
assist private enterprise to more 
nearly meet the total housing needs 
of this country. 

“We have in mind,” he said, 
“those komes in outlying areas, 
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PURE BRISTLE BRUSHES 





SEND FOR 
NEW ILLUSTRATED 


SUPERRKLEEN PRIcE ust! 


Yes, pure bristle brushes are back—in limited quantities 
and sizes... 3%" clear on Varnish Brushes, 2%" clear 
on Wall Brushes. No priority required. 


Aste Certain sizes of Pure Bristle Brushes, 
“ ow! also a line of 45/55 Formula, and 


Pure Horsehair line. 
See a price list for details. Send for your free 
copy today. Also, while they last . . . Brush Brevities, 
Devoe’s interesting, informative news bulletin on brushes 
and bristles! 







ANOTHER 


0} Ai fe): 


PRODUCT 


SUPERBLEEN 
BRUSHES 


DEVOE & RAYNOLDS CO. Inc. 


Brush Division 
PRINCETON, INDIANA 
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New Beauty, Economy 
and Utility For 


DOUBLE HUNG 
WOOD WINDOWS 


Made possible by using 


DUPLEX 


the only adjustable 
FLAT SASH BALANCE 


DOUBLE HUNG WINDOWS MOST 
POPULAR—There is no satisfactory 
substitute for wooden double hung 
windows. They are lowest in first 
cost and use inexpensive hardware. 
They are readily equipped with 
standard storm sash, screens and 
weather-stripping. Ventilation, light 
control and curtaining are simple 
and easy. 


NOW AN IMPROVED DOUBLE HUNG WINDOW— Duplex —the 
only adjustable flat sash balance—has brought to double hung 
windows the ultimate in simplicity of construction, great 
economy in materials and other advantages never before at- 
tainable. Duplex adjustable balances permit modern, attractive, 
narrow mullions; provide noiseless, finger-tip sash control 
and are guaranteed in writing for the life of the building. 


PATENTED DESIGN MEETS ALL REQUIREMENTS—Just fwo sizes 
of Duplex adjustable balances meet 98% of all residential 
building needs—an important advantage which simplifies 
ordering, stocking and installing. 






4 SEE OUR CATALOG 
> IN SWEET’S or WRITE US 

8 (Sold through jobbers 
and dealers only) 
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New No. 500 Amerock Demon- 
strator sells in your store or ‘“‘on 
the job” with home-owners, build- 
ers, architects. Ask Your Jobber! 


GENUINE 
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PRODUCTS Bim 


AMERICAN CABINET HARDWARE 


CORPORATION 


ROCKFORD, ILLINOIS 








(WERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork er 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 


WILL NOT SHRINK 


STICKS AND STAYS pify 
il 








AMG ae) 


Your jobber XO 
can give im- & 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 














“@ DURHAM 
e/_ COMPANY 


The PLASTIC Repair Material 
in POWDER Form 





Loose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Cataleg of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicage 46, III... 
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with a small plot of land, on which 
the owner resides but upon the 
products of which he does not de- 
pend for a livelihood. . . . It should 
be part of an established neighbor- 
hood of similar properties or part 
of a neighborhood to be established 
with proper safeguards.” 


Uniform Ceiling Set on Water 
Repellent Gypsum Sheathing 


A uniform ceiling price of $25 
per thousand square feet, f.o.b. 
plant, for standard sized water re- 
pellent gypsum boards was estab- 
lished by the Office of Price Admin- 
istration. 

Water-repellent gypsum boards 
are regular 4% inch gypsum sheath- 
ing, the surface and ends of which 
are treated at a manufacturing 
plant with water resistant ma- 
terials. 

Previously, each manufacturer 
computed and filed with OPA his 
prices for this gypsum sheathing. 
Since the gypsum industry has al- 
ways sold on a uniform price basis, 
the widely differing selling prices 
on this sheathing caused confusion 
and difficulty in the industry. 

This action also requires resell- 
ers of the sheathing to revise their 
selling prices either up or down on 
the basis of the actual dollar-and- 
cent changes in their costs result- 
ing from this revision of manufac- 
turers’ prices. 


Raise Manufacturers Ceiling 
on Douglas Fir Open Windows 


An increase of 11.4 percent in 
manufacturers’ ceiling prices for 
Douglas fir open windows and sash 
has been announced by the Office of 
Price Administration, effective No- 
vember 20. 

Prices to consumers remain un- 
changed as the price increase will 
be absorbed by jobbers and retail- 
ers. 


Building Materials, Labor 
Situation Slowly Improving 


The present handicaps of labor 
and material scarcities gradually 
are being overcome and beginning 
next spring and continuing through 
1946 construction will be accel- 
erated steadily, according to pro- 
duction prospects outlined by lum- 
ber dealers, brick manufacturers, 
plumbing concerns, gypsum makers 
and heating experts at a recent 
meeting of the Chicago Metropoli- 


tan Home Builders association. 
All admitted that present build- 
ing problems were difficult but all 
predicted that materials would in- 
crease steadily and said building 
labor conditions were improving. 
Arthur Fossier, president of the 
association, reported that in a sur- 
vey just completed by his organi- 
zation 75 percent of the contractors 
said under present conditions work 
is so slow that 6 months are re- 
quired to complete a building unit 
that normally would be finished in 
60 to 120 days. Thirty percent said 
the delay was caused by labor sup- 
ply; 29 percent said it was lack 
of materials and 41 percent said it 
was a combination of the two. 


Softwood Mark-Ups Only on 
Basis of Mill FOB Ceilings 


Softwood lumber distribution 
yards may compute mark-ups only 
on the basis of mill f.o.b. ceilings, 
without any additions for method 
of shipment or type of sale, the Of- 
fice of Price Administration has 
announced, effective Nov. 21. 

In explanation, OPA said, in 
some cases the various lumber regu- 
lations permit certain additions to 
ceilings for mixed cars or less-than- 
car-load shipments which do not 
affect the physical conditions of the 
lumber. 

Contrary to the intent of the reg- 
ulation, some softwood lumber dis- 
tribution yards in computing their 
maximum prices have been adding 
these additions to the basic f.o.b. 
mill price when purchasing or sell- 
ing mixed car or less-than-car-load 
shipments. 


Bill Introduced to Create 
National Housing Director 


A bill to create a national hous- 
ing “czar” who would have author- 
ity to fix price ceilings on houses 
was introduced Nov. 20 by Chair- 
man Patman (D. Tex.) of the house 
small business committee. 

The measure, authorizing estab- 
lishment of an office of housing 
stabilization headed by a director, 
specifies that the director would 
work “to prevent speculation and 
excessive profits in the sale of hous- 
ing and to insure the availability 
of real estate for housing purposes 
at fair and reasonable prices.” 

His authority would include 
power to set maximum sales prices 
for housing, control priorities on 
housing materials, and specify or- 
der of occupancy for available hous- 
ing facilities. 
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FRICK SAWMILLS cut the most accurate lumber, and do it most rapidly, because they are precision machines. 
Timken and Hyatt roller bearings, adjustable carriage trucks without end-play, setworks accurate to 1/32”, cut steel 
adjustable rack bars, and similar features make Frick Sawmills the choice alike of sawyers and owners who want 
the utmost quality and quantity of output. Get in touch with your nearest Frick Branch or Dealer now: ask for 
your copy of Catalog 75. Branches at Canandaigua, Williamsport, Pittsburgh, Harris- 
burg, Easton, Richmond, Charleston, Goldsboro, Salisbury, Columbia, 

Atlanta, Montgomery, Nashville and Knoxville. 





‘  SOUNDBILT 


fone means plywood 

eg manufactured with 

Age precision — plywood 

ar that has been satis- 
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He, will please lumber 
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+4 want to standardize PLYWOOD, Inc. 

a on for your future 230 EAST F STREET 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


Custom Kiln Drying 


€ 
Members: M. F. M. A. N. H. LL. A. N. H. & H. M.A. 


OCOnTO, WISCONSIN 
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Merchandising Does It . . . Not Price 
_ actangongpaer tei is using half 

pages to advertise a prefabri- 
cated insulated garage, 12 x 20 feet, 
for $329.95. Excerpts: “It comes 
complete and ready to set up, all 
necessary materials included such 
as nails, hardware, doors, gable 
ends, wall ties, roof boards, rab- 
betted eave trim and door lintel.” 
The garage is a very simple affair 
with swinging doors, according to 
the illustration. Although the price 
seems excessively high, the fact re- 
mains the mail order house is sell- 
ing them (on the easy payment 
plan) to customers who could, no 
doubt, buy a better garage at a 
much lower price from local lumber 
dealers if they knew it. It’s the 
merchandising — not the price — 
that gets the order for Sears. 


* * * 


“Half a loaf is better than no loaf 
but the man who succeeds seldom 
loafs at all.” 


x * * 
Few Words Well Spoken 
HAT IS THE “ABC OF 
THRIFT”? Frank F. Hollis, 
George A. Hoagland & Company, 
Council Bluffs, Iowa, answers it 
thusly on a blotter enclosed with 
the monthly statements: “Painting 
saves money —it not only makes 
your home look brighter, it’s ac- 
tually cheaper. Research by a Mid- 
western university shows that 
painting makes houses last 40% 
longer.” 
Any property owner ought to be 
able to assimilate those words of 
wisdom with little effort. 


* * * 


Remember the Light and the Bushel? 

RIEF MENTION is made of 

Sears’ garage ad to bring out 
one of the most important factors 
in any merchandising program, i.e., 
KEEPING THE PUBLIC POST- 
ED. W. C. “Cap” Hanly, St. Louis 
lumberman, recently wrote the 
Clinic as follows: 

“You gave us two rather preg- 
nant facts recently (1) that 65 
million people buy on the install- 
ment plan, (2) that the Curtis sur- 
vey shows only five percent of pros- 
pective home builders say they 
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would consult a lumber dealer first. 

“Perhaps these two facts are 
much more closely related than may 
first appear. A lot of lumber 
dealers can render valuable build- 
ing service but not many people 
know it. A lot of dealers are in a 
position to extend financing serv- 
ices, but how many people know it? 

The light of service shines 
brightly in may a lumber yard, but 
it’s so well “hidden under the 
bushel” that few people are aware 
of it. 


* * * 


The Essence of Profitable Advertis- 
ing: “Small doses of solid facts admin- 
istered frequently and persistently.” 


* * * 


It’s the General Verdict for ‘45 

XCERPTS FROM two letters 

from different sections of the 
country which reached the Clinic’s 
desk at the same time. 

First letter: “In spite of short- 
ages, our total sales of lumber, 
merchandise, and coal for the year 
1945 have been the largest on rec- 
ord.” Second letter: “Our busi- 
ness for 1945 is way ahead of 1944, 
and I can’t see just where it comes 
from as we have been limping along 
with badly broken stocks of lumber 
and in and out of lots of other 
items. But the volume seems to 
pile up. If we had any stock at all, 
I don’t know where we would be.” 


k * * 


Bringing them back tomorrow for 
what you haven’t got today calls for 
the highest type of salesmanship. 


* * * 


Bull’s-Eye Advertising 

[! MAY NOT ALWAYS be pos- 

sible to know where to look for 
business without wasting a lot of 
time. Hence the need for advertising 
to get prospects to nibble. That’s 
why advertising should be aimed 
directly at something. Too much is 
hit-and-miss . merely blunder- 
bussing into the sky instead of 
sharpshooting directly at the tar- 
get. Frank Hollis’ cryptic ad is 
aimed directly at home owners... 
“makes your home look brighter 
and last 40% longer.” 





The Power That Pulls the Purse Strings 

i = OVERLOOK the buying 

power of women. Before the 
war Good Housekeeping conducted 
a survey that provided the follow- 
ing percentages. No doubt they are 
even more spectacular today. 

Women buy 87% of all food; 
51% of automobiles; 78% of drug 
store purchases. They own 74% of 
suburban homes and 40% of all 
real estate titles. They control 
75% of national wealth and have 
65% of all savings accounts. 

Women determine the sale of 
98% of household supplies; 97% of 
groceries; 90% of automobiles; 
77% of sporting goods; 62% of 
hardware; 61% of men’s furnish- 
ings. 

Eighty-two percent of architects 
say that women select the general 
type of house to be built. 

In the past, lumber dealers 
haven’t paid much attention to 
women. Few yards are set up to 
appeal to them. But that isn’t go- 
ing to be true in the future, 
judging from the plans now being 
made for building new retail lum- 
ber yards and remodeling old ones. 
Seventy - five percent of lumber 
dealers are going to do one or the 
other. 

* * * 


MERCHANDISING THOUGHT: 
More paint is needed than at any time 
in history. 

* + 4 


It’s All in the Attitude! 

TTITUDES! They count for 

everything in the conduct of 
our daily affairs—in what we sell— 
the way we sell it—how much we 
sell— what we get for it. One 
dealer worries constantly because 
he has little lumber on hand and 
has difficulty in stocking up. In the 
same town (population 3,300) the 
other dealer concentrates on re- 
pairing and remodeling (on the 
monthly payment plan) in order to 
sell materials he still can get. The 
first dealer made one installment 
sale between worries while the sec- 
ond dealer completed 48 deals for 
a total of $17,891.00. Conditions 
were the same in both yards. Atti- 
tudes were different. 
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READY TO SUPPLY YOU 


Direct From 
Our Own Mills 
WITH 
Soft-Textured Northern California 
PONDEROSA 
PINE 


and Special 
Pine Products 


























WE MANUFACTURE 
and SPECIALIZE IN 


CUT STOCK 
GLUED-UP STOCK 
SHOOK 
MOULDINGS 
LADDER STOCK 
(rough and run to 
pattern)—IN FACT 
ANYTHING MADI 
FROM WESTERN 
LUMBER. 


“-? Remember, too, WE 
WHOLESALE 
Douglas Fir, Sitka 
Spruce, Ponderosa 
Pine, and Port Or- 

ford Cedar. 


Address all correspondence 
to our Kansas City offices. 


la 
Menvfactorers ond Wholeselers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass‘n., Ponderosa Pine Woodwork, 
National-A i Wholesale Lumber Ass‘n. 


WEST COAST OFFICE: 908 PORTER BUILDING « PORTLAND 4, OREGON 
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Meet the big demand for all purpose 
wood tanks with the line that has stood 
for quality for over forty years. Breyer 
Bros., Whiting & Co. Wood Tanks are 
known by farmers and processors the 
country over for their top quality work- 
manship and long life. Write department 
100 for available territories. 


Members of the National 
Wood Tank Institute 
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FOUNDATION PILING... 


Wood piles are unexcelled as build- 
ing foundation material. They are low 
in cost, have very high bearing capac- 
ity, and... when creosoted right 
. » - will last indefinitely above or be- 
low water level. For permanent pro- 
tection against decay the creosote 
must be driven deep into the wood. 
Only pressure treatment will do that 
job. We have the equipment, the con- 
trol, and the know-how. 


SOON... 


there'll be an abundance of wood for 
building. Specify creosoted piling for 
solid foundations, and remember 
Wolmanized Lumber* for low cost, 
fast erection, high insulating value, 
light weight, paintability, resilience, 
and long life. 


WOLMANIZING 





1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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PRODQUGTS > SMES AIDS : MMERM OS 


Withholding Tax Chart 


The new Delbridge simplified 
withholding tax chart is said to 
meet all of the requirements of the 
new income tax law, and to be sci- 
entifically designed to insure accu- 
racy and save time in making with- 
holding tax deductions. The chart 
is printed in large, easy-to-read 
type and thoroughly covers every 





detail of withholding requirements. 
Published in four editions, it covers 
weekly, bi-weekly, semi-monthly 
and monthly payroll periods. The 
charts also show the exact deduc- 
tion in the lowest income brackets 
without the use of odd percentage 
rate multiplication. For further in- 
formation write Delbridge Calcu- 
lating Systems, Inc., 2502 Sutton 
avenue, St. Louis 17, Mo. 


Residential Window Package 


The new factory fitted, three- 
way residential window “package” 
which includes’ steel casement, 
storm sash and screen is announced 
by Detroit Steel Products company. 
Glass, wood casing, outside trim 
and hardware are provided as part 
of the package. Complete installa- 
tion is said to take minutes rather 
than hours. Steel frames and ven- 
tilators are bonderized for protec- 
tion against rust, dip-painted in a 
special primer, and _ over-baked. 
Vents are said to always operate 
easily, and being of steel not to 
warp, swell, shrink, stick, bind or 
splinter. Screens, too, are factory 
fitted, attached from the inside, 
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and need not be removed in winter. 
For more complete details write De- 
troit Steel Products company, De- 
troit, Mich. 


Hand Fire Extinguisher 

A new carbon dioxide hand fire 
extinguisher with quick operating 
features developed during the war 
is announced by the B. F. Goodrich 
company. Made to meet the full 
approval of fire underwriters, the 
container holds four pounds of car- 
bon dioxide and comes with a carry- 
ing handle and control button de- 
signed for fast operation. It can 
be carried in one hand, with the 
thumb of the carrying hand oper- 
ating the push button. A horn 
swivel quickly raises or lowers as 
needed, remaining in lower posi- 
tion when attached to the wall rack 
furnished with each extinguisher. 
For further information write B. F. 
Goodrich company, Akron, Ohio. 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 





Temlock Insulating Board 

Armstrong’s temlok insulating 
board is a building material with a 
variety of uses. It is a structural 
insulation that can be used for fin- 
ishing attics, basements and work 
areas as well as commercial and 
farm buildings of all kinds. It also 
converts unused spaces into closets 
for all types of storage. Temlok 
has a smooth finish in an ivory 
color, and is manufactured in 
lengths of 7 to 12 feet, four feet 
wide and % inch thick. It can be 
worked with ordinary tools, and 
may be painted with either lead 
and oil or cold water paint. For 
further details write Armstrong 
Cork company, Lancaster, Pa. 


Lumbermen's Reference Book 
The November 1945 issue of the 
Reference Book of the Lumber- 
men’s National Red Book Service 
is just off the press. It is the 128th 
issue of the book, which is a semi- 
annual consolidation of that serv- 
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ice’s twice-a-week bulletin of 
changes in the lumber and wood- 
working industries. The associa- 
tion advises that as compared with 
the issue of six months ago, there 
are dozens of newly listed saw- 
mills, some of which are new 
sources of lumber, others are mills 
which have resumed operations. 
For further information write 
Lumbermen’s Credit association, 
608 S. Dearborn street, Chicago 5, 
Ill. 


Temperature, Humidity Control 

A new model of Airtopia, a sin- 
gle compact unit that gives year 
"round temperature and humidity 
control together with air purifica- 
tion, is. announced by Drayer & 
Hanson. Formerly known as Re- 
versatemp, the new model is espe- 
cially suitable for homes, offices and 
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small stores. The smallest unit fits 
into a 314 x 5 x 7 foot space, and is 
suitable for a 7 room house, small 
office or store building. Airtopia 
needs no chimneys and is said to 
leave no soot, smoke or ashes. Elec- 
trical energy alone supplies the 
power to operate the compressor 
and motors. For further informa- 
tion write Drayer & Hanson, 767 
E. Pico boulevard, Los Angeles 21, 
Calif. 
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@ WINSTON-SALEM 


NORTH CAROLINA 


With new and increasingly active sources of supply, we can now handle more orders 

aemant. Send us your orders and inquiries for regular 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and 


for reasonably prompt s 


Douglas Fir Panels. 


We also handle commission business in Southern Pine, Western Pine, Spruce and 


Douglas Fir, including Douglas Fir Plywood. 


ge tO you as your Telepp, 


Phone 8115 


MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 





To Mills: 


We can give dependable, 
permanent representation 
to reliable shippers. Our 
business is growing con- 
stantly. You are invited 
to contact us. 


Buyers looking ahead should contactus now on their future requirements. 


L. N. BAGNAL 


P. O. BOX 737 


WINSTON-SALEM I, N. C. 

















FIND OUT WHO OPERATES 
CORLEY MILLS IN OUR AREA! 























Concentration yard men are increasingly interested in 
where to buy Corley-cut lumber. They want Corley-cut 
lumber since it is free from miscuts and “rainbows”—and 
is profitable to handle. 


Corley-cut lumber is accurate because Corley mills are 


built to cut it that way. 

We will be pleased to fur- CORLEY MILLS 
nish a list of the Corley cUuT 

mill operators in your area. 
You can then judge their 
lumber for yourself. 
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Manufacturers: Circular Sawmills, Edgers, Trimmers, and Accessory Equipment \ 
\\ Branches: . Little Rock, Ark. ¢ Natchez, Miss. * Portland, Ore. ¢ Seattle, Wash. \ 


MG WY RIAN 
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HELPS ELIMINATE 
COSTLY ACCIDENTS! 


MONARCH ONE MAN CAR 
DOOR OPENER PROTECTS 
LIFE AND LIMBS 
No strained muscles 

No slips or falls . 

No broken arms, legs 

or mashed fingers 

No fatalities 

No time wasted 

No "gangs" needed 

No time lost 
One man can open the most binding, 
balky box car door with the Monarch Car 
Door Opener. Get greater safety .. . 
speed loading and unloading schedules 


. order an ample supply to fill your 
needs today! 


MINING SAFETY DEVICE CO.., pep:. At, Bowerston, Ohio 


ONLY $ : 75° 


PRIORITY NEEDED 
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Advances in Southern Pine Mill Prices 
To Be Announced Soon By OPA 


T THIS WRITING, the ex- 

pected advances in Southern 

pine mill prices have not been an- 

nounced. But the figures probably 

will be released before this copy of 

the AMERICAN LUMBERMAN reaches 
your desk. 

The usual guess is an average 
increase of $2.25 a _ thousand; 
which doesn’t mean too much. A 
dealer buys specific items and not 
“averages”; and it’s clear that the 
advances will not be the same for 
all items. A few days ago this page 
saw the tentative list of SP price 
increases, as it stood at that time. 
Of course anything could have hap- 
pened to the figures, right up to 
the moment of issuance; so don’t 
take the following as official. But 
you may like to compare a few of 
the tentative advances with the 
later official release. Like this: 
Boards, $1 a thousand; 2x4’s, 
$2.50; 2x6’s & 2x8’s, $4; 2x10’s & 
2x12’s, $5; flooring, $4; siding, $2. 


On the Horizon 


This happens to be a time when 
the important news of the moment 
hasn’t crystallized; when it’s still 
in the rumor stage. 

Before clouding up and storm- 
ing about industry troubles, it’s 
only fair to say that reliable an- 
alysts of national news seem to 
think business prospects in the 
main are pretty good. 

Sure, the labor picture is scary 
enough; is probably the most men- 
acing factor in the domestic situa- 
tion. A General-Motors strike has 
been called. A_ steel strike is 
threatened. Labor troubles have 
busted in the face of Congress; in 
the form of a Washington transit 


strike. This is the second stoppage 
of streetcars and buses in the city 
within two weeks. While progress 
is reported in the settlement of the 
lumber-production troubles in the 
Pacific Northwest, the story comes 
in that prospects for restored vol- 
ume of output are not good; not 
until after the first of the year. 
Because of the reduced lumber in- 
ventory, any loss of production will 
be serious out of all proportion to 
the actual footage involved. These 
things, of course, are not good. 

But, on the other hand, Wash- 
ington analysts think no strike, in 
such industries as motors or steel, 
will be allowed to run very long. 
Government, labor leaders and 
management know that a strike of 
this kind would quickly turn into 
a disaster for all concerned. 

The labor-management confer- 
ence, contrary to some reports, is 
accomplishing much of what was 
expected of it. Only wishful think- 
ers looked for the conference to 
set up a fool-proof settlement of 
the wage-price problem, or to out- 
law strikes and lockouts, or to estab- 
lish compulsory arbitration. But 
the fact that the conference didn’t 
blow up on the first day is real 
reason for encouragement. You 
may expect it to define collective 
bargaining more clearly, to pro- 
pose new conciliation methods and 
mediation machinery, and probably 
to promote voluntary arbitration. 
Not the least value is that of set- 
ting a precedent for such a dis- 
cussion. 

Joe Doaks, naturally enough, 
grows impatient and wishes the 
whole pattern of reconversion and 
adjustment were completed. But 


it’s pretty clear that Joe expects 
the reconversion job to get itself 
done rather soon and in a fairly 
satisfactory way. He and Mrs. Joe 
are buying a lot of things and 
would buy more if they were to 
be had. Retail stores report good 
trade. Even unemployment isn’t 
yet as serious as had been pre- 
dicted; shows up at its worst in 
towns where war plants have been 
closed and not converted. 

It’s this confident feeling on the 
part of the citizens like Joe that 
lead the analysts to predict a period 
of satisfactory business. Further- 
more, they point to the long and 
steady rise of the stock market as 
evidence that smart money looks 
for an extensive stretch of in- 
creased corporation earnings. Bet- 
ter hold the thought of these favor- 
able factors; for there are some 
others, not quite so general, to be 
sure, that are not so good. 


Who Pays? 


Returning to the crop of rumors: 
There’s general expectation in the 
capital that retailers will be asked 
to absorb the increases in mill 
prices. There are at least two rea- 
sons for this guess; one general, 
and one specific. 

The general reason is the chronic 
effort of the OPA to grant produc- 
tion increases with one hand and 
to take these production increases 
out of distribution profits with the 
other. The OPA Administrator, 
known in Washington as “Stone- 
wall Bowles,” is carrying on almost 
a one-man war to defend his price 
ceilings. Congress is all over him, 
like an H-hour assault, and plenty 
of other forces are after him. Ap- 
parently he hopes to conduct a rear- 
guard action until next summer, 
at which time his agency expires 
of legal limitations. His theory is 
that, come June, most lines will 
have increased production to the 
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FOUR 
profit-packed 
assortments 


more complete= 
more profitable 
than ever... 


Available in four “styled to sell” matched sets. 
Four different modern display boards and assort- 
ments in all price ranges. Stock assortments include 
only styles and colors that sell best. Chromium 
Plated items with or without Black or Red trim are 
mounted on display boards. Not necessary to carry 
colors or designs that are “slow sellers.” All items 
individually packed in attractively printed envel- 
opes, cartons of uniform size — neatly labeled. 


Investigate this popular Cabinet Hardware line — 
priced to sell on sight with a big profit margin for 
you. Sales promotion material, trade paper adver- 
tising and direct mail will make this the most pop- 

ular and profitable Cabinet Hardware - 

line for you to sell. Send for dealers 
\ and jobbers catalog folder, == 
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Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumber Dealers 
for 50 years 
LUMBER FROM SOUTH, WEST, NO«fH 
Sash & Doors, Wallboards and Must 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, Il. 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
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VYARD STOCK = i CLEARS. 
SPRUCE, HEMLOCK, CEDAR, PINE 

Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 





JAMES W. SEWALL 


Consulting Forester 
JAMES W SEWALL PHILLIPS & BENNEB 
Old Town, Maine Ruttan Block 
Established 1910 Port Arthur, Ontario 
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Change Your Saws to Simonds 


B, F, 3, or 2% inserted tooth Cut 
more lumber at less expense, and no 
saw trouble. Saw returned 2nd day 
as a new one, at about % the cost of 


new. SAVE on 2% edger saws, also 
on solid and trimmer saws. 


J. H. MINER SAW MFG. CO., Meridian, Miss. 
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William Schuette Company 
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Gillies Bros. & Co. Ltd. 
om BRAESIDE, ONTARIO, CANADA 

Geniine WHITE PINE sirosus) 
Air-Seasoned © Water-Cured 


For 103 years, 1842-1945. Capacity 30 million ft. 
annually. 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 
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point where supply will balance de- 
mand. 

The specific reason Washington 
lumber retail leaders think the 
manufacturers’ increases will come 
out of the retailers’ profits is a 
rumor, pretty well authenticated, of 
an official report on the subject. 
The grapevine has it that the OPA 
Chief has been told, by some of 
his superiors, that during the period 
of 1935-1939 lumber retail profits 
averaged 1.8 percent; that at pres- 
ent they are in excess of 7 per- 
cent; that the absorption of the 
mill-level increases would decrease 
these profits but 0.3 percent, which 
could be taken in stride and still 
leave the distributors much better 
off than in pre-war days. 

Well, you know whether these 
figures fit your business. This page 
is told that the low pre-war per- 
centage was reached by studying a 
fairly small group of yards that 
included a large number tempo- 
rarily in the red; that if the fail- 
ing yards had been omitted, and 
only yards operating in the black 
had been included, the percentage 
of pre-war net would have been 
nearly the same as the war-time 
earnings. Furthermore, the reduc- 
tion produced by absorbing in- 
creased lumber costs is figured 
against the total sales of all lines 
handled by the yard and not merely 
against lumber profits. Or so we 
understand. But if absorption of 
added lumber production costs is 
made to stick, we may expect it 
to be used as a precedent in re- 
quiring us to absorb added produc- 
tion costs in other lines. A case 
of heads they win, tails we lose. 
This absorption stuff can become 
one of the dangerous aspects of 
the reconversion period. 


The Black Bourse 


Here’s another crop of rumors 
that neither this page nor any or- 
ganization save the FBI could au- 
thenticate. So we tell the tale as 
it is told to us; admitting all the 
while that we can’t prove it. 

You’re an honest retailer. Your 
lumber stocks are mighty low; and 
you’re most anxious to get some- 
thing in the bins this winter with 
which to meet next spring’s ex- 
pected sales rush. You can’t get 
your orders accepted; or very few 
of them. And nobody tells you a 
convincing story. In fact you’re 
probably getting no more shipments 
now than you got when the Armed 
Forces were buying nearly every- 
thing in sight. 

Sure enough, you know part of 
the reason. Retail stocks are now 
below two-billion feet; probably 





should be above six billion. This 
means that practically every re- 
tailer is trying to place orders with 
mills for twice as much stock as 
he has in his own yard. In other 
words, a total of about four billion 
feet for the country as a whole. 
That’s a lot of footage to be de- 
manded, all of a sudden. 

But here’s another explanation 
that drifts around town. It’s the 
statement that a considerable vol- 
ume of lumber—some ninety per- 
cent of one certain species, so we 
were told—moves through the black 
market and isn’t available to hon- 
est retailers who are prepared to 
pay ceiling prices and no more. 
Here are a few flashes that we’re 
not prepared to prove but that can 
be heard repeated almost any place 
where lumbermen gather. In one 
area the standard and accepted, if 
not enforced, black-market price is 
$7.50 a thousand above OPA eceil- 
ings. In a neighboring city, not too 
far from Washington, a contractor 
is reported to have paid about $30 
above the ceiling for dimension, to 
get a string of houses started. In 
another city, a little farther away, 
an engineer said he was quoted a 
price $40 above the ceiling for 
shiplap, take it or leave it. 

You understand that those last 
two prices are not “standard” or 
“honest” black-market prices. 
They’re charged by “crooked op- 
erators” who know they have a 
contractor in a crack. Such a con- 
tractor may be willing to pay a 
hold-up price for a few items, to 
avoid the loss involved in having 
his jobs stop. 

So far as we can tell, there’s no 
way of finding out how extensive 
these violations are. A good many 
honest lumbermen think they’re 
very numerous and very serious. 


The Crooked Trail 


Here are some results of these 
violations; as told us by various 
lumbermen who can’t get much 
lumber honestly and refuse to buy 
it in the black bourse. You’ve seen 
newspaper stories of houses being 
built and then offered. for prices 
much in excess of a figure justified 
by OPA ceilings. You know what 
follows. That’s right; violent abuse 
of the building material and con- 
struction industry, plus a demand 
for public housing to protect the 
house-hungry public. But along 
side of this story, place another; 
the number of building contractors 
who refuse to build houses at all 
or who, having tried a few, run 
howling out of the market. Those 
excessive prices on finished houses 
don’t leave the contractor any profit 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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win TIEW K-2 ELECTRODE 


Tests flat, irregular and curved surfaced 
materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 


a Each button of the electrode is individually spring-cushioned 

LUMBER 3 to allow maintenance of contact regardless of contour — no 
yep : points to break off or injure surface It is completely portable, 

MPANY a and can be operated by anyone. 

co ee : The same exacting scientific research and precise engineering 
development that have made L-2 (lumber) and V-2 (veneer) 
models of Moisture Register the standard in their fields make 
the new model K-2 an accurate, dependable addition to this 
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Sheuli n Pine Sales Company 
] | 
SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
®THE McCLOUD RIVER LUMBER SHEVLON PINE | PONDEROSA PINE 
COMPANY U.S. Pat. Off. (PINUS PONDEROSA} 
McCloud, Calif. poeta OFFICE 
®THE SHEVLIN-HIXON COMPANY 900 First National Soo Line Building SUGAR (Genuine White) PINE 
Bead, Oregon _ | MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA} 
©Member of the Western Pine Associa- | 
tion, Portland, Oregon. DISTRICT SALES OFFICES: 
"NEW YORK CHICAGO SAN FRANCISCO 
“ i; 1604 Graybar Bldg. 1863 LaSalle-Wacker Bidg. 1030 Menedneck Bide. 
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insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 


Sent postage paid 

anywhere in U.S. A. 
Extra Bevil-Devil Blades, of me 
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insulation board, package of 
100 for $4.00, postage paid. 
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at all, so he says, after he’s been 
well stuck by a lack of lawfully 
priced materials and has to resort 
to illegal purchases. 

So far as lumber is concerned, 
it is said that the principal black 
markets are within the producing 
areas of certain species; that little 
of this lumber ever moves far from 
the point where it’s sawed; that 
low production figures account for 
most of the trouble. For example, 
if a neighboring consumer will pay 
$7.50 above the ceiling for 2x4’s, 
the producer isn’t too much tempted 
by the OPA’s $2.50 increase that’s 
offered him by a lumber-hungry re- 
tailer some 500 miles away. 

In general, the OPA is making 
a manful effort to enforce its or- 
ders; admits reluctantly that in 
some lines the illegal markets are 
growing worse. 

But it’s getting difficult enough 
in lumber so that several Washing- 
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SAVE LABOR 


WITH A 


FRANKLIN PILER 


Pile mechanically cheaper, faster, 
higher. Get better drying. Save yard 
room. 


Pays for itself in manpower saved. 3 
men easily pile or unpile 75 M’ per day. 
Piler is mounted on truck. Drive to site. 
Operates off truck engine. 

Piler furnished complete with truck. 


Send for more details, prices. 


Pilers also built to order. 


Leavenworth, Wash. 
Phone 198 




















ton leaders who believe in the prin- 
ciple of price control, until supply 
catches up with demand, are be- 
ginning to say that the National 
Association of Manufacturers may 
be right in their argument that all 
price controls should be taken off 
now. The difficulty of enforcing the 
ceiling orders in some areas is re- 
sulting in the discrediting of the 
industry and of the principle of 
private industry in the construc- 
tion field. 

Sure enough, removal of controls 
would result in the kiting of lum- 
ber prices; for possibly ten weeks 
or so. But with the restoration of 
lumber production in volume these 
prices would come down just as 
quickly. Few if any retailers would 
be hurt; for they turn the lumber 
they get, now, just about as fast 
as they get it. It appears, however, 
that this experiment with a wide- 
open market isn’t going to be tried. 
The Calendar has no desire to get 
rough with the OPA or Mr. Bowles 
or Mr. Stone. They have a tough 
job. But it doesn’t seem too un- 
reasonable to ask that, if these 
rules are to be kept nominally in 
force, they be made to operate. 


Wholesalers’ Markup 


The OPA has denied the applica- 
tion made by wholesalers for the 
right to add an eight percent mark- 
up to existing mill ceilings, to be 
absorbed by retailers. There has 
been much temper over this unsuc- 
cessful effort. The wholesale argu- 
ment has been that powerful re- 
tailers, such as lineyard concerns, 
can send buyers to the mills and 
make a clean sweep; leaving no 
stock for the smaller concerns; 
that the wholesaler is the small 
yard’s buyer. But the OPA was 
not moved by this argument; said 
that retailers could not afford to 
absorb this extra cost; added it 
had been the usual practice for 
mills to pay wholesalers a discount 
from the mill price, and to consider 
the wholesaler as rendering a serv- 
ice to the mill rather than to the 
buyer. 


“Consumer Time" 


James A. Stoner, Sales Manager 
of the Stirling Lumber Co., Pitts- 
burgh, sent a note to this depart- 
ment protesting the propaganda, in 
a recent broadcast over NBC of a 
“Consumer Time” program, about 
the supposed depletion of the for- 
ests. This program, we _ under- 
stand it, is prepared by the De- 
partment of Agriculture; endeavors 
to humanize and explain the work 
of the Department, including of 
course the Forest Service. 
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Coast Strike Nears End but 
Impartial Observers Say No 

As the West Coast strike of AFL 
mill workers enters its ninth week 
and heads toward December and the 
holiday season it becomes clearly 
apparent that some sort of show- 
down in this jurisdictional dispute 
will come about in the near future, 
possibly within the next ten days 
or two weeks. 

At present, opinions as to just 
when the break in the strike dead- 
lock is coming vary from those of 








WEST COAST AFL LUMBER 
STRIKE NEARS SOLUTION 


As predicted in this issue’s 
Lumber Market Analysis, the 
two-month old strike of the 
Northwest AFL lumber workers 
appeared on the verge of a long- 
awaited settlement as this issue 
went to press. 

Latest reports indicate that 
the union’s policy committee 
recommended acceptance of a 
15-cent-an-hour wage increase 
offered by mill operators in the 
Tacoma region. The only step 
remaining in reaching complete 
agreement was ratification by 
the union’s membership, a move 
generally expected will come 
about in a meeting of the 
Tacoma locals to be held No- 
vember 27. 











the official AFL organ, the Union 
Register, owned and published Ky 
the union’s Lumber and Sawmill 
Workers under a Seattle dateline, 
in which it appears that the strike 
is on the verge of complete and vic- 
torious settlement, to the greatly 
differing views currently held by 
impartial observers who still say 
there is no immediate hope for set- 
tlement of the strike. 

Obviously, somebody is going to 
be wrong in their predictions. Even 
if the wage dispute is settled by 
mid-December, mill operators are 
expected to be extremely loath to 
reopening their plants prior to the 
holidays. It is reported that sev- 
eral of these fir mills require nu- 
merous major repairs that could 
have been made even while the 


strike was in progress had union 
leaders permitted maintenance 
crews to enter the struck plants. 

A recent Seattle estimate held 
that during the two-monh old 
strike mill workers have been de- 
nied wages they might otherwise 
have earned amounting to $19,000,- 
000. This huge sum has been tied 
up while at the same time CIO 
workers chose to settle their wage 
differences while continuing to 
work. The CIO local unions in the 
Pacific Northwest region are vot- 
ing as to whether or not they will 
accept a compromise under which 
an hourly raise of 121% cents 
would be granted making an hourly 
rate of $1.02'%5 an hour. This 
would, of course, be less than the 
$1.10 minimum being asked by the 
AFL, but workers affiliated with 
the CIO are firm believers in the 
old bird-in-the-hand adage. Their 
take-home pay makes a pleasant 
jingle in the pocket, especially so 
during the Christmas season. And 
that is just what the AFL workers 
aren’t getting. 

In serious danger of “losing 
face,” especially if the strike is 
prolonged fruitlessly, AFL and its 
embattled officials now would ap- 
pear to have their backs to the wall 
and are fighting for all they are 
worth to make sure that the CIO 
doesn’t gain as much without a 
strike as the AFL accomplishes 
with one. As a result of this wage 
dispute tie-up, present indications 
are that when the long-awaited 
boom in homes begins next spring 
or summer, there will be a serious 
shortage of Douglas fir and west- 
ern pine. 

At a recent meeting of the Chi- 
cago Metropolitan Home Builders 
Association, however, James F. 
Mahoney of the Edward Hines 
Lumber Company predicted that 
by February or March 1946 the fir 
industry would return to peak pro- 
duction. Many mid-west lumber 
dealers believe that lumber will 
continue to be scarce for 60 to 90 
days. 

This expected scarcity springs 
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from the current west coast strike. 
Latest developments there show 
that the Northwestern Council 
Strike Policy committee expects a 
break in the deadlock with the 
operators soon. This AFL body 
has attached a great deal of sig- 
nificance to negotiations being con- 
ducted in the Coos Bay district of 
Oregon which, they hope, will 
force the hand of the larger opera- 
tors throughout the Northwest. 
This accomplished, AFL _ union 
leaders are confident that the 
smaller operators would “go down 
the line” on the union’s demands 
if a sizeable number of the larger 
mills decide to accept union wage 
proposals. 

John M. Christenson, chairman 
of the NWC Strike Policy Com- 
mittee, said that the committee’s 
optimism was not based so much 
on the outcome of the Coos Bay 
negotiations as an opening wedge, 
but rather on the fact that some 
of the larger mills are, for the first 
time, reported to be showing a dis- 
position to bargain and weigh 
union counter-proposals. Whether 
this results in full and complete 
conformance with the AFL’s origi- 
nal wage demands remains to be 
seen. Christenson said that, 

“It is now evident that our ‘hot’ 
lumber embargo is having the de- 
sired effect. It is now hitting the 
lumber operators so hard that they 
have apparently given up the idea 
of trying to get us to accept the 
low 121% cent offer which the CIO 
grabbed. 

“The contractors and builders 
all over the country are now put- 
ting such pressure on the lumber 
manufacturers and loggers that 
they are going to be obliged to 
make a decent settlement with the 
union within the next few weeks. 
They can’t hold out much longer.” 

Despite this bold stand, AFL 
leaders are diligently looking 
around for some way in which they 
can save face for they are con- 
fronted with the hard truth that, 
as matters now stand, it is ex- 
tremely unlikely that they will gain 
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wage concessions in excess of those 
already granted to the CIO unions. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 451 mills 
reporting to the National Lumber 
Trade Barometer were 10.1 per- 
cent below production for the week 
ending November 10. In the same 
week new orders of these mills were 
7.7 percent less than production. 
Unfilled order files of the reporting 
mills amounted to 80 percent of 
stocks. For reporting softwood 
mills, unfilled orders are equiva- 
lent to 28 days’ production at the 
current rate, and gross stocks are 
equivalent to 33 days’ production. 

For the year-to-date, shipments 
of reporting identical mills ex- 
ceeded production by 4.1 percent; 
orders by 6.5 percent. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 29.2 
percent less; shipments were 29 
percent less; orders were 27.2 per- 
cent less. 

SOUTHERN PINE 


Production of southern pine by 
133 mills (93 units) for the week 
ending November 17 as reported to 
the Southern Pine Association to- 
taled 17,417,000 feet. This is 24.97 
percent below the three-year aver- 
age for the same miils. Shipments 
during the week ended November 
17 totaled 15,888,000 feet, 8.78 per- 
cent below output. Orders placed 
were for 14,540,000 feet, 16.52 per- 
cent below production and 8.48 
percent below shipments. Total 
stocks on hand at the end of the 
week were 130,345,000 feet as 
against unfilled orders for 97,085,- 
000 feet. Unsold pine stocks on 
hand stood at 33,260,000. 

WESTERN PINE 

One hundred and six mills re- 
porting to the Western Pine Asso- 
ciation for the week ending No- 
vember 10 cut 38,772,000 feet. The 
same week a year ago the cut was 
67,567,000 feet. Shipments the 
same week this year were 34,320,- 
000 feet, 11.5 percent below pro- 
duction. Orders accepted in the cur- 
rent week were 4.6 percent below 
output. Unfilled orders on hand 
November 10 were for 283,265,000 
feet with gross stocks at 684,702,- 
000 feet. 

NORTHERN PINE 

Production of northern pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled 400,000 feet for 
the week ending November 10. 
There was no production for the 


same week a year ago. Shipments 
during the current week were 855,- 
000 feet and new business booked 
totaled 900,000 feet. Unfilled or- 
ders November 10 stood at 5,860,- 
000 feet and gross stocks were 42,- 
630,000 feet. 


In the Market Centers 


SEATTLE: Heavy rains in the 
lower areas and snow in the higher 
altitudes closed some logging 
camps during November. A few 
camps have been closed ever since 
the AFL men struck in the Wash- 
ington area because their dumping 
grounds were in mill areas and 
therefore subject to picketing. 


KANSAS CITY: Weather is 
spotty, with production sharply re- 
tarded in the Arkansas and Okla- 
homa regions, while output in the 
more southern states continuing at 
a satisfactory rate, considering the 
acute shortage of labor. Mills re- 
port the number of men on the pay- 
rolls is the smallest yet, that vet- 
erans out of uniform are not com- 
ing back to their jobs and the same 
applies to those who left for high- 
paid war jobs. 

MINNEAPOLIS: The _ woods 
are extremely dry and weather 
comparatively mild, equipment is 
coming along somewhat better in 
recent weeks, but production is not 
improving as much as had been 
hoped. In fact, there has recently 
been a sharp reduction in produc- 
tion figures for the five mills report- 
ing to the Northern Pine Manufac- 
turers association. 


BALTIMORE: Distributors of 
southern pine, both long and short 
leaf, are finding themselves in no 
better position than they were be- 
fore the termination of the war in 
the matter of taking care of the 
wants of customers. In other words, 
they are unable to obtain supplies 
in even approximately adequate 
quantities, and their activities are 
curtailed for the want of lumber 
to a degree that almost puts many 
of them out of business. 


NORFOLK: There has been a 
little more shortleaf pine produced 
during the last two weeks but this 
will not be dry enough to ship be- 
fore next year. There is still very 
heavy local retail trade on the saw- 
mills, cutting down shipments to 
regular markets. Also, some mills 
are holding back lumber production 
until next year to take advantage 
of the new tax laws. Production, 
so far as the regular trade is con- 
cerned, will hardly note any im- 
provement before next Spring. 
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To encourage your customers to “take-up ODD-JOB 
HOME CARPENTRY give them this colorful, instructive 
folder— 


WHAT’S YOUR HOBBY? 


RIL OF, LIN 


oh Npbeciionget : 
CANO WHLTE FANE - PONDEROSA PINE - SUGAR fink fe 





YOU CAN HAVE 30 COPIES FREE! This reprint of an 
unusual article which appeared in American Home is just 
the thing to introduce the fine, easy-to-work qualities of 
the Western Pines to your customers. Order now—address 


WESTERN PINE ASSOCIATION 


Dept. 11D, Yeon Building Portland 4, Oregon 











DEALERS! Hold on 
a Little Longer... 





Our supply situation has shown practically no im- 
provement in the past few weeks. Woods and mill 
labor just can't be had yet. But we're still hoping for 
a turn for the better before the first of the year as 
more men are released from the service. 


In the meantime, we continue to solicit your indul- 
gence. 


W. T. FERGUSON 


LUMBER COMPANY 
St. Louis 1, Mo. 














SAW MILL 


AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


6 — experience in building Saw 
e, ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 
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Kaing Lake [umber Co. tra 


4 v » ie 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd,, Rainy Lake, Ont. 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 

Automatic Lumber Stackers 

Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 











a MACHINERY® 
“CORINTH “co. = 
~ CORINTH, MISS. @ 
= Sawmills, Edgers 
a Smooth End Trimmers = 
a Mill Supplies * 





Douglas Fir 


Timbers, Dimension 
and Boards. 
Sawmill Capacity 
200,000 ft. per day. 

L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 











Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. : 

Positive protection against Rot, Fungi, 
Termites, Excess Moisture, etc. , 

Formulations to meet all official specifica- 


tions. 
A profitable retail item for Lumber Yards. 








Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 
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Estes Re-elected President 
Birmingham Lumber Dealers 


W. Thornton Estes, president, 
Estes Lumber company, has been 
re-elected president of the Birming- 
ham (Ala.) Retail Lumber Dealers 
association, and the Building Ma- 
terial exchange. 


Also elected at the annual meet- 
ing were R. N. Hawkins, Kirkpat- 
rick Sand and Gravel company, 
vice president; J. F. Powell, Pow- 
ell Lumber company, secretary; and 
Charles R. Estes, Estes Lumber 
company, treasurer. 

Mr. Estes served on the War Pro- 
duction Board in Washington dur- 
ing the war and is now serving on 
a special committee appointed by 
the Office of Price Administration 
to represent the retail lumber deal- 
ers in Alabama. 


Johns-Manville Waukegan 
Plant Closed by Strike 


Employes and management of 
the Johns-Manville company plant, 
Waukegan, IIll., appeared dead- 
locked last week after the plant was 
closed by a strike called by the In- 
ternational Chemical Workers 
union (AFL). Approximately 1,300 
workers were affected. 

Union members said they were 
steadfast in continuing their de- 
mands for a 30 percent wage in- 
crease, while company officials said 
they would maintain their previous 
stand that no wage increase would 
be given under present conditions. 

The company said it would make 
no effort to operate the plant in 
face of the strike. When 900 em- 
ployes on the day shift left their 
posts enough workers remained to 
finish work already started and to 
protect machinery. 


Ilinois Assn., University 
Sponsor Farm Building Class 


A farm structure course for lum- 
ber and materials dealers will be 
offered by the University of Illinois 
College of Agriculture at Urbana, 
Ill., Dec. 4, 5 and 6. 

The course is sponsored jointly 
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Vids NIFUTS 


by the College of Agriculture and 
the Illinois Lumber and Material 
Dealers association, and will in- 
clude a trip to the university farm 
buildings, discussions on farm 
building planning aids, plans, mate- 
rials and construction requests, 
outlooks, landscaping, house remod- 
eling, and building equipment. 
Because of the demand on the 
hotels and the number that can be 
accommodated in the course, the as- 
sociation is urging dealers to send 
in their enrollment immediately. 


Promotions and Appointments 


ROBERT J. MCELLIGOTT has been 
appointed vice president in charge 
of procurement for A. W. Hastings 
& Co., Inc., Somerville, Mass. 

JIM H. BERRY 
has been ap- 
pointed district 
sales manager in 
charge of sales 
in northern Cali- 
fornia for Pope 
and Talbot, Inc., 
lumber division, 
San Francisco. 
Previous to serv- 
ing as a Captain 
in the U. S. Ma- 
rine corp, he was 
with the company for five years. 





Jim H. Berry 


N. C. FLANAGIN has been elected 
vice president of Lumbermens Mu- 
tual Casualty company. He re- 
cently returned to the company 
after more than two years as 4a 
navy lieutenant. 


W. F. GREINER has been named 
manager of the Decorative Micarta 
department of the U. S. Plywood 
corporation. He has_ been sales- 
manager of Board Fabricators, Inc., 
since 1943. 


L. R. CAMPBELL, formerly with 
the U. S. Maritime commission and 
salesman in the Pittsburgh terri- 
tory for the Great Lakes Steel com- 
pany has been appointed salesman 
in the Greensboro, N. C., territory 
for the Berger Manufacturing di- 
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vision, Republic Steel corporation, 
Canton, Ohio. 


THOMAS H. COULTER, recently 
vice president, Universal Zonolite 
Insulation company, has become as- 
sociated with Booz, Allen & Hamil- 
ton, management engineers, Chi- 
cago, Ill. 


Forestry Research Program 
Announced by U. of Georgia 


A new program of forestry re- 
search, to be carried on cooper- 
atively between the Southern For- 
est Experiment Station of the U. S. 
Forest Service, and the George Fos- 
ter Peabody School of Forestry of 
the University of Georgia, is an- 
nounced by D. J. Weddell, dean of 
the school. 

The new program, part of a 
southwide project, will include all 
phases of forestry research, with 
particular emphasis on problems 
of the Piedmont section. 

George K. Stephenson, formerly 
in charge of the Division of Infor- 
mation and Education of Region 8 
of the U. S. Forest Service, is in 
charge of the branch state at 
Athens. 


Lumber Dealer's Son Once 
Reported Missing, Now Home 


S/Sgt. Robert H. Goldman, son 
of Saul S. Goldman of the Barker- 
Goldman-Lubin company, Spring- 
field, Ill., who was at one time re- 
ported missing in action has re- 
turned home. 

In July, 1944, his plane was shot 
down over the Ploesti oil fields, Ru- 
mania, and he was listed as miss- 
ing. Some weeks later word was 
received he was in a hospital in 
Italy. He is now completely re- 
covered and has received his hon- 
orable discharge. 


Los Angeles Building Groups 
to Sponsor Annual Home Show 
Planned as an annual affair from 
1946 onward, announcement has 
been made that a group of eleven 
Los Angeles building trade organi- 
zations will sponsor the first annual 
Southern California Construction 
Industries Exposition and Home 
Show at Pan Pacific auditorium, 
Hollywood, July 12 to 21, 1946. 
The theme of the exposition will 
be to show the public what the 
modern postwar home will offer in 
the form of building materials, ex- 


terior and interior fittings, furnish- 
ings, appliances, roofing, color 
schemes and general design. 

In addition to exhibits presented 
inside the auditorium, complete 
model homes of various types, de- 
signs and sizes will be constructed 
on the grounds outside the main 
buildings. 

Among the organizations spon- 
soring the project are the Associ- 
ated General Contractors of Ameri- 
ca, Southern California chaper; 
Building Contractors Association of 
California, Inc.; the National Asso- 
ciation of Home Builders of the 
United States, Southern California 
chapter, and the Los Angeles Cham- 
ber of Commerce. 


Returning Veterans 

King Goodrich has rejoined his 
father, E. A. Goodrich, in the Good- 
rich Lumber company, Los Angeles, 
Calif., after being recently dis- 
charged after three years’ service 
with the Eighth Air Force, two 
years of it overseas duty. 





Discharged recently from the 
navy, former Bosun’s Mate, First 
Class, David Wilkinson has joined 
his father, W. W. Wilkinson, in the 








mendations and prices. 


Solve 


ENTERPRISE SAWMILL MACHINERY 


Meets the demands of experienced operators for 
efficient, accurate production at low cost. 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 





. 





profitable operation. 





Quality—built to tried and preven prin- 
ciples of design and construction for 











THE ENTERPRISE CO., 328 Main St., COLUMBIANA, OHIO 














BOOKS THAT WILL INCREASE YOUR PROFITS 


AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Cen- 


struction, Etc. 


WRITE FOR COMPLETE CATALOG 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 








1036 GRAND ST., BROOKLYN 6, N. Y. 





READY CASH 
Available for Purchase of 
ENTIRE LUMBER YARDS -- MILLS 
LOTS OF SURPLUS OR 
SECOND HAND LUMBER AND TIMBER 


N. Y. SALVAGE & WRECKING CO. 


PHONE: EVERGREEN 7-8450 
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Old Growth DOUGLAS FIR 


Oregon-American Lumber Corp. 
VERNONIA, OREGON 


69 





wholesale lumber business in Los 
Angeles. 





Major Ralph Wilcox has been re- 
appointed to his former position as 
the Indiana state forester by the 
Indiana department of conserva- 
tion. He is a veteran of 32 months 
overseas with the Army air forces 
and was state forester from 1928 
through 1935. 





Lieutenant Colonel Byrne C. 
Manson, recently released from the 
armed services, has joined the staff 
of the California Redwood associa- 
tion to conduct the postwar re- 
search program of its Redwood 
Seasoning committee. 





Commander L. Rohe Walter, 
USNR, has returned to the Flint- 
kote company, Inc., as director of 
public relations after three years 
service in a public relations and 
executive capacity, with the Army 
and Navy Munitions board and the 
Office of Procurement and Material, 
Navy department. 


League Elected President 
Of Maryland Retail Assn. 


Albert H. League, president, 
League Lumber company, Balti- 
more, has been elected president of 
the Retail Lumber Dealers’ Asso- 
ciation of Maryland. Other officers 
are Sol C. Bishow, president, Cap- 
itol Lumber company, vice presi- 
dent; Charles H. Krager, president, 
Krager Millwork company, treas- 
urer; and Lee J. Etelson, Lee Lum- 
ber & Supply company, secretary. 


Contest Opens for Design 
Of Gas Range of Tomorrow 


A contest for the design of the Gas 
Range of Tomorrow, with 16 awards 
totaling $18,000 will be conducted by 
the American Stove company. 

The contest imposes few limitations 
on the designs, as long as it is a stove 
of style and beauty that will fit into 
the general scheme of the home of 
tomorrow. In addition to design, there 
is the problem of new features which 
make the job of cooking more conven- 
ient and enjoyable. Designers should 
also bear in mind that their suggested 
models must be practical for volume 
production. 

Designs may show a radical depar- 
ture from existing practice or may 





within easy trucking distance. 


MANUFACTURING. 


FOR SALE BY OWNER 
PROFITABLY OPERATING 


SAW MILL -- BOX FACTORY 
DIMENSION PLANT 


AVAILABLE TIMBER Wairch, maple, elm, ash, basswood, aspen, 


1 1 L 





nailed-up boxes, crating. 


able in any capacity needed. 





/P " cores, box shooks, 


CAPACITY -July, 1945, 2,000 24—12 oz. beverage cases per day. Nov., 


1945, 2,000 vegetable crates per day. 


EQUIPM ENT -Partial list includes: Shotgun feed fast rotary, 75 H.P. electric 


motor on saw arbor, 3 modern cross-circulation Moore dry kilns with capacity 
of 30 M 6/4 each, latest type Linderman glue jointer, cut offs, straight line 
rips, resaws, 2 color printer, hand-holer, nailers, adequate yard equipment, 
trucks, 2 side tracks; all machines motor driven. 


LOCATION. town of 1,000 population. Adequate good, skilled labor, now 
working two 8-hour shifts per day. Only factory in town. 


BUILDINGS -a concrete, 15,000 square feet (one floor), 250 H.P. boiler 


capacity, unit heater system. Connected with outside power facilities avail- 


Write Box 297, or Phone 366, Monroe, Wis. 
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involve only slight modifications. If 
desired, a series of designs may be 
submitted, ranging from slight modi- 
fication of current models to a type 
completely different in construction, 
appearance and arrangement. 

Awards will be made by a jury com- 
posed of architects, designers and 
home economics experts. Contestants 
may submit drawings in black and 
white or color. There are no limita- 
tions on either the seale or types of 
drawings, although they must be sub- 
mitted on 18 x 24 inch sheets. 

The competition booklet, giving all 
details for this contest, which is open 
to all residents of continental United 
States, as well as the basic technical 
data required in initiating a design, 
may be obtained free of charge from 
George Nelson, The Architectural 
Forum, Department P-3, Empire State 
building, New York 1, N.Y. 

Contest opens in November and 
closes March 1, 1946. 


Tables Turned as Ship Sails 
From San Diego to Frisco 
With Cargo of Lumber 


A modern case of “vice versa” 
was enacted on the San Diego wa- 
terfront recently when a 1,600,000 
foot shipment of lumber was loaded 
on a steam schooner for delivery 
to San Francisco. 

Never in the history of the port, 
according to harbor department 
records, has lumber been shipped 
out of San Diego. 

The lumber is part of a 6,000,- 
000-foot stock of building material 
stowed at the Marine base. The 
shipment was being transported to 
San Francisco on orders of the war 
shipping department. 

Capt. A. J. Engen of the schooner 
burst into laughter when he learned 
of the vessel’s mission. “This ves- 
sel has been bringing lumber here 
from north Pacific ports for more 
than 15 years, but this is the first 
time it ever came into harbor in 
ballast to load lumber,” he said. 


... Obituaries 


J. LOU DU PLAIN, 60, presi- 
dent, National American Wholesale 
Lumbermen’s association and head 
of the DuPlain Wholesale Lumber 
company, Rockford, Ill.—Nov. 11. 


CHARLES A. FRICKHOEF- 
FER, 59, president, Evans Brothers 
Construction company, Birming- 
ham, Ala.—Oct. 25. 


LYNN DE VERE HALSTED, 
founder and president, Richey, Hal- 
sted and Quick company—Nov. 7. 
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JOSEPH W. MACKEMER, 72, 
former president, Illinois Lumber 
and Material Dealers association, 
and owner of lumber yards in Pe- 
oria and central Illinois—Oct. 31. 


HARRY V. MEYER, 55, vice- 
president, Combs Lumber company, 
Lexington, Ky.—Nov. 9. 

FRANK J. SCHEETZ, 60, super- 
intendent, Scheetz Lumber com- 
pany, Youngstown, Ohio—Nov. 10. 





EUGENE E. TERRELL, 63, ad- 
vertising representative for AMER- 
ICAN LUMBERMAN from 1913 to 
1937, died in Hazelhurst, Wis.— 
Nov. 24. 


HENRY A. THEOBALD, 83, 
president, H. A. Theobald & Son 
Lumber company, Louisville, Ky.— 
Nov. 19. 


Home Planners’ Institutes 
(Continued from Page 20) 


seen that the capacity of the audi- 
torium at the first evening meeting 
was taxed to the limit. People were 
standing in the outside aisles, 
against the walls from the stage 
to the vestibule. They were also 
seated on the balcony stairs and 
standing in the back vestibule eight 
and nine deep. It was a very hot 
evening yet the amazing thing was 
the people remained throughout—a 
tribute to the speaker and an indi- 
cation of the interest of those in 
attendance. They were noticeably of 
a high type of substantial citizens 
with a keen desire for home owner- 
ship.” 

Speakers obtained by the Bridge- 
port HPI include such men as Don- 
ald T. Pomeroy, president of the 
Pomeroy organization, outstanding 
realtor of Syracuse, N. Y., who de- 
livered the first lecture; George 
Nelson, head of the Fortune-Forum 
Experimental Department and a 
noted architect, spoke at the second 
session; Thomas §S. Holden, presi- 
dent of the F. W. Dodge Corpora- 
tion, New York, was the third 
speaker and Dr. Ernest Fisher, 
deputy manager of the American 
Bankers Association took the fourth 
subject. Norman Mason, vice pres- 
ident of the National Retail Lum- 
ber Dealers Association, North 
Chelmsford, Mass., talked on “Se- 
lecting Your Building Material and 
Dealer” at the November 12 meet- 
ing. 








ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
B AN by Lag eran | prior to publication 


date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind” ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 

8c per word for one insertion. : 
7c per word, per insertion, for 2 consecutive 

insertions. 
6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 
MINIMUM CHARGE $§1.60. 
Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 
When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 


— 
— 


HELP WANTED 


WANTED FOR PERMANENT JOB 


Experienced Lumberman. Capable of reading 

lans and doing complete job of estimatin 
Building materials. Some general office wor 
in retail business. Good place for right man. 
Give full details about yourself, salary ex- 
pected, and when can report for work. Com- 
pany doing large volume of business. Ad- 
dress: Hewitt P. Tomlin. V.P. Gen’l Manager, 
Five Points Lumber Company, Jackson, Ten- 
nessee, Phone 

















HELP WANTED 


WANTED—Allround yardman for small yard. 
State wages and experience. Chicago suburb. 
Address G-26, American Lumberman. 











WANTED: Experienced Py lady for gen- 
eral office work in ret lumber yard. Sub- 
urb just outside of Chicago. Radress H-49, 
American Lumberman. 


WANTED—MANAGER 
For lumber yard, located in small town in 
Kentucky, with selling experience, construc- 
tion, plans. Good opportunity for right man. 
Will arrange interview. Address K-31, Ameri- 
can Lumberman. 








Wanted: Traveling agents who call on re- 
tailers to sell the only chicken mite killer sold 
with an affidavit. Liberal commissions. C-A 
Wood Preserver Co., 6627 Delmar Blvd., St. 
Louis $, Mo. 





Wanted—Mill Superintendent for concern man- 
ufacturing Walnut lumber and veneer and 
other hardwoods. Excellent opportunity for ex- 
perienced man who understands grading Wal- 
nut logs, also Walnut lumber according to 
National grading rules, and flitching for 
veneer. Real future for a go-getter. Address 
L-27 American Lumberman. 


SUPERINTENDENT—In charge of 
large lumber 
Michigan. 

Lumberman. 





roduction, 
ard and planing mill. Detroit, 
ddress Box L-22, American 





Wanted: Assistant to President Eastern Lum- 
ber Products Manufacturer. Opportunity for 
advancement. Executive experience neces- 
sary. Write stating qualifications. Address 
L-24, American Lumberman. 


SITUATIONS WANTED 


If in need of General Manager or Depart- 
ment Head for your Millwork Manufacturing 
or Jobbing Business, requiring unusual ex- 
pees me and ability address K-53, American 
umberman. 

















Superintendent, millwright, construction main- 
tenance or manufacture. Age 52. 35 years 
lumber and sawmill experience. 15 years 
southern pine and hardwood. 20 years West- 
em pine and Redwood. Am healthy and so- 
ber. Can handle labor. References if de- 
sired. Will go anywhere. Available in 15 
days on completion of present job. Address 
L-26, American Lumberman. 


BOOKKEEPER & OFFICE MAN 
with experience and excellent references de- 
sires position if living quarters are available. 
Married. Address L-29 American Lumberman. 











WANTED: Experienced retail lumber ard 
manager for line yard in town of 10, lo- 
cated in good town in Iowa. Must be high 
class. omplete knowledge of business. 
Permanent connection. Salary open. Retire- 
ment pension plan in operation. —— op- 
portunity for good man. Address K-48, Amer- 
ican Lumberman. 





WANTED PRODUCTION MANAGER: For good 
sized pine lumber mill, located in Arkansas, 
by large reliable concern. Experience neces- 
sary for supervising production from logging 
in woods to finished lumber in cars. Mill lo- 
cated in fair sized city. Excellent position for 
right man. Write fully as to qualifications, 
age, experience and expected salary. Ad- 
dress reply to K-58, American Lumberman. 





SMALL HOME DESIGNERS—Old established 
firm wants services of designers and drafts- 
men. Permanent positions for right men. 
Salary commensurate with experience. GOR- 


DON-VAN TINE COMPANY, Davenport, Iowa. 





Wanted: Competent office man, estimating and 
drafting. Central Ohio. Address J-49, Ameri- 
can Lumberman. 








Wanted—Lumberman thoroughly familiar with 
hardwood, sawmill, and operations of Kiln 
Drying Plant. Give full particulars. Address 
L-28 erican L erman. 





WANTED—Manager for our St. Louis Yard. 
Must be familiar with Hardwood trade and 
preferably experienced in Wholesale Dis- 
tributing Yard work. In your application 
state age, whether married or single, experi- 
ence and your dati Send your 
application to Gideon-Anderson Lumber Com- 
pany. 110 Angelica Street. St. Louis 7, Mis- 
sourl. 
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Sal an, Millwork, or any building product. 
18 years experience. Can estimate, detail, 
service jobs, draw plans. Well educated and 


qualified to assume responsibility. No hurry 
to change. Good references. Tete North- 
west near good hunting and fishing area. 


Address J-64, American Lumberman. 





WHAT HAVE YOU 
TO SELL? 

WHAT DO YOU 
NEED? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES for 
only $3.60. 


To reach the next issue 
mail your copy to reach 
us by next Monday. 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 





Experienced sash and door, office man. sales- 
man. Address L-20, American Lumberman. 


Millwork Superintendent & Detciler 
Architectural detail millwork only considered: 
central states, 28 years experience. age 48. 
Address L-21, American Lumberman. 
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LUMBER & DIMENSION 
WANTED 


LUMBER & DIMENSION 
WANTED 


WANTED TO BUY 
—MISCELLANEOUS— 


















We are looking fer all species of Hardwoods 
in all sizes for earlead shipments. Please 
send us your stock list. 


SYLVANIA LUMBER CO. 

Hardwoods & Softwoods 
4223 Bergen Turnpike 
North Bergen, N. J. 





LUMBER WANTED 


1’ x4” Birch and Maple Strips, Clear 1S. 
1‘ x 5’ Birch and Maple Strips, Clear 1S. 
Address J-72, American Lumberman. 


























WANTED—1 to 5 cars 1 inch shorts from 3 
feet up in car lots. BISSELL LUMBER AND 
WRECKING COMPANY, 7834 W. Grand Ave., 
Elmwood Park, Ill. (35) 





TIE SIDES WANTED 


Birch and Maple Tie Sides 
Address J-70, American Lumberman. 





BIRCH LUMBER WANTED 


1’ x 4°°—27"" long—White or Sap Birch 
1’ x 4°°—50"" long—White or Sap Birch 

11/."" x 5’°—12"" and multiples ite or Sap 
Bi 





rch 
Address J-66, American Lumberman. 





WANTED: Car lots surplus materials and 
close-outs—doors, mouldings, etc. BISSELL 
LUMBER AND WRECKING COMPANY, 7834 
W. Grand Ave., Elmwood Park, Ill. 


























WANTED: Several million hardwood cubes, 
15/16" to 134" sizes; must be dry, clear, D4S, 
sanded, if possible, smooth-sawn ends. Ad- 
dress K-45, American Lumberman. 





Wanted—Dry Eastern Pine Remnants—short 


ends—left overs. Minimum 15” x 2’ x 5/16” 














up to any size, assorted in size lots. Write 
full details to Box No. K-55, American Lum- 


berman, 





LUMBER AND SQUARES WANTED 


Hardwood and Pine Lumber from any area, 
rough or surfaced, all kinds, grades and 
sizes, also shorts, edgings and cut-offs from 
good lumber previously edged and trimmed, 
flat dimension stock cut to size AD or KD, 
and furniture squares, green or dry. Ger- 















main Lumber Company. 21 Adams Ave., 
Montgomery 1. Alabama. 

WANTED—Plywood fall-offs: an queasy: 
rade. thickness or species. Address K-61, 


erican Lumberman. 










Maple or Birch Dimension Wanted—50,000 
Ee. 5/4x 2" Clear 38°’ long. Rough A.D. or 
.D., prefer A.D. J. G. Roy Lumber Co., 


Chicopee, Mass. 





Handy Lumber Calculator 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 60 cents. 


American Lumberman 
189 N. Clark St. CHICAGO 2, ILL. 















72 








MAPLE LUMBER WANTED 
1" x 4’°—27"" long—White Maple. 
1" x 4’°—50°" long—White Maple. 

11/,"" x 5‘’—12"" and multiples White Maple. 

Address J-69, American Lumberman. 





Cherry Lumber 
Wanted: 1,000,000 Bd. Ft., 4/4 Cherry lumber, 


rough, car load, green or dry. pay cash 
F.O.B. mill. Address J-22, American Lumber- 
man. 





WESTERN PINE LUMBER WANTED 


5/4" Shop Grade, Air or Kiln Dried. 
Rough or Surfaced. 
Address J-71, American Lumberman. 


BUSINESSES WANTED 














Want te buy complete Lumber Mill with 80 
H.P. Loc»mobile Boiler and Engine. Give full 
details. GONZALEZ, P.O. Box 219, Guadala- 
jara, Mexico. 





WANTED—Lumber Yard site with sheds and 
switch track preferred. Minimum 75,000 square 
feet land and buildings. Chicago or suburb. 
Address K-25, American Lumberman. 





Lumber and Building Material Yard in Middle 
West, preferably Minnesota or Iowa. Will 
consider half interest and manager. Give 
business volume and details. Address K-33, 
Americaa Lumberman. 





WANTED TO BUY 


A lumber yard (with or without a coal ard 
feed business) Wisconsin. Give genera) 
description, selling price, amount of inven. 
tory ond location. Address S-52, American 
Lumberman. 


USED MACHINERY WANTED 














One 12” Moulder, preferably a Woods 134 M. 

Must be faijly new and modern machine. 
to gg Lumber Company, Birmingham, Ala- 
amd. 





LIGHT GANG SAW. NEW OR USED. 
Address J-60, American Lumberman. 





WANTED 


Band Resaws — Chain Feed Straight 

Line Gang and Rip Saws — Planers 

Matchers — Molders — and all other 
kinds of woodworking machinery. 


Keystone Machinery Compan 
324— 4th Ave., Pitisburgh Pa. 





WANTED TO PURCHASE: One 


TED four-sided 
combination matcher, 


> planer and moulder. 
Must be in good condition, either motor or 
belt driven. Also band resaw that will open 
out to 12’’, preferably motor driven. STAND- 
ARD LUMBER SALES CO., No. 4098 Minne- 
sota Avenue, N. E., Washington 19, D. C. 





WANTED: In good condition, Steam Nigger, 
41/2”x6’x4’; Steam loader: Tower edger: Cun- 
ningham Baby Grand carriage or equal. Pot- 
ter Lumber Company, Allegany, N. 





Wanted—Used Machinery 


1—6x15 or 8x15 or 30’’—planer & matcher 
double profile. 

1—54"’ resaw. 

All kinds of machinery to make chairs and 
tables. 


T. W. Minton & Co., Inc. 
Barbourville, Ky. 





WANTED TO BUY 


Machinery in good working order, 
able for immediate delivery: 

Modern 12’ matcher. 

Vertical band resaw for stock up to 16"’ wide. 
Double spindle shaper. 

Jointer, 12°’ table. 

Send full descriptions with cuts if possible. 
CLINTON G. BUSH LUMBER CORP., 370 Lex- 
ington Ave., New York 17, N. Y. 


avail- 


AMERICAN LUMBERMAN, November 24, 1945 








RAILS WANTED 
Principally 16-20-25-30 Ib. 
THE W. H. DYER CO. 
Fullerton Bldg., St. Louis, Mo. 


RAILS: ANY SIZE OR QUANTITY 


Particularly 20 lb. 25 lb. 30 lb. 35 Ib. & 40 Ib, 
Secure our price before selling. 
MIDWEST STEEL = 
Charleston, W. Va. 


BALED SHAVINGS WANTED 


Send sample bale and quote prices 
carload lots. 
STONEACRES--FARM SUPPLIES 
PRINCETON, NEW JERSEY 


KINDLING WOOD WANTED 
Kindling or waste wood, about 2 cars per 


month. State green or dry and species of 
wood. Address K-35, American Lumberman. 


BUSINESS OPPORTUNITIES 


NEW ENGLAND SALES REPRESENTATIVE 
Salesman on furniture dimension, Plywood 
and glued panels, established trade with 
best accounts, seeks connection with manu- 
facturer. Box 88, Fitchburg, Mass. 


























Long established firm in Mexico wants to rep- 
resent American manufacturers. Mostly inter- 
ested in following items: Lumber, Floorings, 
Buildings and Furniture Hardware, Kitchen 
and Bathroom Furniture and Fixtures, Ply- 
woods, Linoleums, Abrasives, etc. Address 
H-33, American Lumberman. 





GARAGE DOOR HARDWARE 


An exceptional set of hardware for a two 
section high overhead type garage door. In- 
expensive. Easy to install. A child can 
operate it. Door fits tight against stops when 
closed. Will contract with responsible manu- 
facturer of garage doors on a royalty basis. 
Address K-46, American Lumberman. 





Experienced Southern lumberman of good 
character, morally and financially responsible, 
is interested in acting as buyer for several 
northern and eastern consumers of both pine 
and hardwoods in Appalachian and Southern 
territory, on a commission basis. Wide ac- 
quaintance. Not an inspector. P. O. Box 581, 
Bristol, Tenn. 





LUMBER MILL (mainly softwoods) desiring to 
enlarge production and increase profits will 
be financed East coast wholesale firm. 
Address L-23, American Lumberman. 


TRANSIT & MILLING 
SERVICES 














TRANSIT MILLING 


Band Resaw-Three Trunk Lines: GMé&O, 


Southern, Illinois Central. 


CORINTH PLANING MILL COMPANY 
Corinth, Mississippi—Phone 722 





TRANSIT MILLING 
At Bluff City, Tenn. Pine and Hardwoods. 
Surfacing: S4S to 6x15"; centermatch- 
ing ae shiplapping 1° and 2 
stock. 


Resawing: Circular resaw facilities. 

Ripping: &. to 3” stock. ’ 

Cutting: an cut stock to various widths 
and lengths. 

Transit: Transit privileges apply to East 


and C.F.A. territory from most 
Southern points. Same _ arrange- 
ment as exists at Bristol, Tenn. 
Corinth Hardwood Company 
Bristol, Tenn. Phone 2760 


LUMBER & DIMENSION 
FOR SALE 


2 cars 10/4 No. 2&Btr. Air Dried gum heavy 
No. 2 Com. 

2 cars 8/4 No. 1&Btr. Green Oak 10% to 20% 
No. 2 Com. 

2 cars 6’ used hardwood stacking sticks. 

2 cars 1x2—18"" Ash gg ° stakes. 

E. J. Gaiennie, Box 1074, Shreveport, La. 

















At Corinth, Mississippi—Pine and Hardwood— 
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